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Arthur A. Aggen (left) and his helper, Russell Parott, ready to load a sack of 
Big Jo flour on a customer's truck. The modern Aggen mill, equipped with 
a 90-HP diesel engine, is pictured above. 


ane always come back for more Big Jo flour. “We noticed 

this fact years ago,” says A. A. Aggen, Aggen & Son, Port Wash- 
ington, Wis., “and finally discontinued handling all other brands. Many 
of our customers tell us they can not bring anything else home and we 
know that Big Jo does go farther and is consequently more economical 
than so-called ‘cheaper’ flour. It is always dependable and the cooperation 
received from the mill, like the flour, is ‘Best in the World’. Big Jo repeats 
with our trade and we hope to continue selling Big Jo as long as we are 


in business.” 


Big Jo F lour has been sold in Port Washington for » ee. i 
is the best and cheapest (608° 


over 30 years. More proof that it’s “Best in the World”. —— 
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WELCOME! 


Central 
FEED DEALERS 


to your 


ANNUAL CONVENTION 


in Milwaukee 
JUNE 7 and 8 


We extend a special invitation to 


you to visit us in ROOM 707 
in the Schroeder Hotel during 
the convention. 


FEED-GRAIN 
SCREENINGS 


Che feed Bag 
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Firms that spend money to build good 
will are less likely to do anything that 
might nullify the effect of their adver 
tising than firms making no such in- 
vestment. It will pay readers to trade 
with The Feed Bag advertisers. 
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‘The 


COAST TO COAST 
GRAIN SERVICE 


LIGHTNING 


Season is Here... 


IS 


INCORPORATED 
Headquarters — MINNEAPOLIS, MINN. 


YOUR PLANT PROPERLY 


761 Chamber of Commerce 


Country Offices 


Fairmont, Minn. Crystal, N. Dak. 
Marshall, Minn. Sioux Falls, S. Dak. 
Williston, N. Dak. Lincoln, Neb. 


Terminal Offices 


Buffalo Kansas City 
Albany St. Louis 
New York Portland 
Boston Spokane 
Cedar Rapids Omaha Seattle 

Toledo Memphis San Francisco 


Winnepeg, Man. Montreal, Que. 


Duluth 
Milwaukee 
Chicago 
Green Bay 


Cargill, Incorporated, Seed Division 
Box 54, Minneapolis. 


PROTECTED 


Write to your MILL MUTUAL insurance 
office or to us for free information. 


MUTUAL FIRE PREVENTION BUREAU 
Department of 
Association of Mill and Elevator Mutual 
Insurance Companies 


400 West Madison Street 
CHICAGO, ILLINOIS 
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ECONOMY FROM THE START 


STRONG-SCOTT 
Triple Action FEED MIXER 
A ruggedly built mixer that mixes perfectly and 
economically. 


1. Combination V-Belt and Planetary gear drive. 
This efficient drive arrangement cuts power 
costs—for instance, one ton mixer requires 
only 5 h.p. 

2. Loading Hopper. 

3. Elevating Leg. 


Inset: 
cylinder, 


ducer, 


PNEUMATIC 


Agitator 
which 
with Planetary 
gear speed re- 
saves 
25% to 50% on 
operating costs. 


=. | Complete 
Unit for 

one man 

to operate 


tion in grinding capacity. 
2. Adjustable non-choking feeder. 


4. Feed is cool when sacked. 
5. 


Eliminates fire and explosion hazards. 
1. Feed elevated by grinding motors without reduc- 


3. Removable cover for changing plates. 


Unusually heavy base—sturdy construction. 


& Everything for Every Mill, Elevator 
and Feed Plant 
The Strong-Scott Mf§ Co. (2! 


Minneapolis Minn. Great Falls Mont. 


OUR GENERAL CATA- 
LOG OR FEED MILL 
EQUIPMENT CATALOG 
WILL BE SENT UPON RE- 
QUEST. 
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That’s what this free man- 
ual is all about — and 
that’s why you will want a 
copy right away. Experi- 
enced feed men wrote it. 
You find out how to build 
a profitable business with 
a feed brand of your own. 
You learn why Hubbard 
dealers who mix feeds The 
HUBBARD SUNSHINE 
Way have been so suc- 
cessful. 


It’s complete—con- 
tains all the essen- 
tial vitamins, pro- 
teins and minerals. 
Mix it with your 
own grains to sell 
under your private 
label. Hubbard 
helps youm=sees you 
through from form- 
ulas to advertising. 
Dealers everywhere 
are showing big in- 
creases in volume 
and profits with 
their own brand of 


MOTHER HUBBARD FLOURS 
MOTHER HUBBARD CEREALS 
HUBBARD’S SUNSHINE 
CONCENTRATES and MASHES 
HUBBARD SUNSHINE DOG 
Products of 


HUBBARD 


FOUNDED 1878 
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NEW WAYS MAKE MORE 


ARD sy || 

FoR NSHINE | 
FEED MANUFACTURE 

Whe as 


MANKATO, MINN. Eastern Plant: 410-llth St., Ambridge, Pa. 


THE FEED BUSINESS 


ESIDENT 
om THE PR 0 
yore HUBBARD MILLING 


2 a pr > 
our busines 
willing Compe” 

that Low cos i assurede 
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we made up 
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om poultry 
Letters every telliné 
receive raisers are getting 
men an gine results SUNSHINE Ways 
with feeds sell us that e trues Suc 
we make > e a source © pt nat we are 
letters to me peed -- We 
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going more helping feec? 
snitel 
profits relys 


PRESIDENT 


HUBBARD MILLING 

COMPANY, Dept. F-57 

I'd like to know how. Hubbard can help 
me do more feed business under my own 


label. Tell me if my territory is open and 
send me your mixer manual—free. 


Use the Coupen Or 
Write Us A Letter 


MILLING CO. 


Dept. F-57 
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MILWAUKEE, WISCONSIN 


DAVID K. STEENBERGH, Managing Editor 


Volume Thirteen 


MAY, 1937 


Number Five 


Emphasis on Economy of Good Feed 


Helps Sell Thrifty Farmers 


@ Witte Turns Bankrupt Mill Into Paying Concern 


HAT a defunct milling business may 

be successfully rejuvenated has been 

proven by E. H. Witte, Witte Mill- 
ing Co., Dale, Ind. Since 1930, when the 
Winkler & Son produce firm, of which 
Mr. Witte was a member, bought the mill 
and equipment of the old Wallace Milling 
Co. at court sale, Mr. Witte has made 
it his outstanding objective to rebuild the 
business and give Dale a mill it can speak 
of with pride. 

His first move was to sell his interest 
in the produce firm and take complete 
control of the mill. Then began a 
process of revamping the whole system 
with the idea of efficient, economical 
service uppermost. The old flour mill was 
discarded and replaced by a new 50- 
barrel mill. 

Added Feed Department 

But such a revamping process would 
not be complete without giving due con- 
sideration to the prospects of the feed 
industry, so Mr. Witte looked about and 
saw that many of the hill farmers were 
resorting to the raising of poultry and 
other livestock to fill in the gap that 
was left by the deficiency of their soil. 
Undoubtedly those feeders would eventu- 
ally become the main-stay of a mill in 
that location, so he installed a batch- 
mixer and a sweet feeds system and in- 
troduced a line of branded commercial 
feeds. 

Selling feed in a _ neighborhood of 
“thrifty Dutch”, such as inhabit the 
Witte territory was a job in itself. Mr. 
Witte says: 

“Our problem is not to educate the 
feeder in the use of feeds. Our prospects 
are noted throughout the surrounding 
communities for their thriftiness and 
must be convinced that they are not 
losing anything. The people of this terri- 
tory are well informed about the proper 
kind of feeding—they know the prop- 
erties that their feeds should contain, but 
the general idea is to try to get those 
properties out of inferior quality mate- 
rials, 

“Of course, every feeder has his pet 
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formula. He explains what he wants and 
if he is a prospect for a sale of some of 
our products (that is if he intends using 
only his own raw materials and they are 
deficient in some element) we start to 
convince him that we can prepare a 
superior feed just as cheap or cheaper 
than the one he refers to. 

“Taking one ingredient of his formula 
we explain to him that it takes so many 
pounds of his product to give him what 
he wants of that element and that his 
cost is so much per pound. We then 
emphasize the fact that we can supply 
him with a material containing twice 
the amount of that element per pound 
and at a cost that is only one third more 
per pound. We further point out that the 
grinding, mixing, and handling costs are 
the same and if he can get more of the 
e'ements, he desires for less or the same 
money, he surely makes a saving. Be- 
sides the materials are fresh and tested. 
The bulk of the feed means practically 
nothing when he can get the same or 
superior food elements for the same 
price or less than the cost of his intended 
ingredients.” 

“T find that another method of pro- 
moting sales is to do a little feeding 
myself,’ continues Mr. Witte. “It is 
only natural for a person to think that a 
dealer will use only the best for his own 
stock. If a man is skeptical as to the 
qualities of the feeds I recommend I ask 
him to take a look at my stock and 
torm his own conc:usions. Besides con- 
vincing the skeptical this method also 
goes far in keeping myself able to advise 
the many who come in for advice on their 
livestock problems. A spirit of good feel- 
ing and co-operation is instilled by these 
chats that 1 consider invaluable to all 
concerned.” 

Operates Two Trucks 

Mr. Witte has found that satisfied cus- 
tomers are his best advertising. He 
lives among them, he associates with 
them, he knows and understands their 
little peculiarities and tries to be of 
service in every way. He is rewarded by 


their business and good will—the latter 
he considers is as good as more business 
for when a new-comer enters the neigh- 
borhood those satisfied customers recom- 
mend the Witte Mill as no form of ad- 
vertising would. 

The Witte trucks are becoming a fa- 
miliar sight along the roads leading 
through the vast territory he serves and 
he is convinced that this system of sales 
delivery is an important item in meeting 
the demands of a thrifty, busy clientele. 
Two 14 ton trucks manned by cheerful, 
efficient men make prompt regular runs 
with the products Witte handles. 

Gives Out Calendars 

In his program of being of service to 
his customers, Mr. Witte introduced the 
calendar method of advertising. Under- 
standing his customers as he does he real- 
ized that they would appreciate some- 
thing of a useful nature. He also has a 
mailing list of his customers and pros- 
pects and every month he mails printed 
literature or form letters to the names 
appearing on his list. 

During the past seven years the Witte 
Milling Company has shown a steady 
growth and Mr. Witte states that each 
year shows a marked increase in volume 
over the previous year. 

Business Grew Rapidly 

“When I started in 1930, I had one 
helper, but as business began to improve 
and my business began to branch out and 
take in more territory I found it nec- 
essary to add another and another until 
now I employ three men regularly and 
have a girl doing office work. All in all 
I don’t think I have done so badly, con- 
sidering the time I started and the com- 
petition to be met in a country where 
every little town has a mill of some 
sort or a feed store.” 

It is evident that Mr. Witte is fast 
accomplishing the thing he started out to 
do—to give Dale a mill it can be proud 
of. Today he commands the respect of 
the millers for miles around and they 
speak of him as the “man who brought 
back the mill to Dale.” 
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e KNECHT MILLING CO., Hartford 
City, Ind., is building a new elevator. 


e MAURICE D. CAMPBELL, for sev- 
eral years associated with the firm of 
Syler & Syler, Plymouth, Ind., has pur- 
chased the Cobee elevator, Bunker Hill, 


Ind., and is making extensive improve- 
ments. 


e EDWARD SIMMONS has been ap- 
pointed manager of the Farmers Grain & 
Supply Co., Windfall, Ind. 


e ARLEY HENSLEY, manager, Farm- 
ers Mill & Supply Co., Honey Creek, 


Ind., was held up by two bandits April 20 
and robbed of $130.00. 


Help 


Yourself to These Ideas 


Used by lowa Dealers 


FEED dealer at Cedar Rapids, Ia., 

installed a window display which got 
a lot of attention. He showed two pens 
of chicks which were several weeks old. 
Appropriate signs indicated which group 
had been fed his brand of starting mash 
and which group had been given ordinary 
feed. Moving objects in a window always 
get attention. These chicks stopped many 
people who passed by. The difference in 
size and appearance of the pens of chicks 
was so marked that the dealer found it 


With Dr. Salsbury’s 


AVI-TONE 


ANNOUNCING: Dr. 


A NATION-WIDE POULTRY HEALTH SERVICE 


Satisfied customers, steadily growing repeat busi- 
ness, a resultant increase in sales and profits . . . 
these are just a few of the benefits thousands of 
dealers enjoy by stocking and recommending 
Dr. Salsbury’s Avi-Tone. That’s because it’s 
the ideal flock wormer and tonic for birds of all 
ages! 

Are you taking advantage of the profit possi- 
bilities of Dr. Salsbury’s Avi-Tone? Are you 
“eashing in” on the zooming demand for this 


quality product? If others can do it, you can, 
too! 


So stock and recommend Dr. Salsbury’s Avi- 
Tone. It has “what it takes” to make money for 
you! Write today for complete information. 


DR. SALSBURY’S LABORATORIES 
CHARLES CITY » » IOWA 


Salsbury’s TWELVE WEEK School of Poultry Diseases, July 5; write for 
catalog. Two Week Schools CONTINUE as before. Next school, July 5. 


easy to get customers talking about chick 
feed. 
* 

Two loading platforms is the method 
one central Iowa dealer has devised to 
make it easier to trade at his store. He 
noticed that most farm people in town on 
Saturdays usually start home about the 
same time. This makes a traffic jam at 
the feedstore. As a result, some customers 
will not wait in line to be served, so they 
just drive away. The second loading 
platform reduces traffic jams at the door 
and speeds up service to “cash and carry” 
trade. The dealer advertises his two load- 
ing platforms as an inducement to draw 
trade. 

Light-weight zipper jackets with the 
dealer’s name sewed on the backs are 
used as a trade builder by another dealer. 
He sells the jackets to his customers at 
cost. Farmers like the jackets and since 
they are bought at a reduced price, they 
have no objection to the advertising. 
The dealer benefits in that people who 
are not even customers come to the store 
to buy one of these jackets at a low price. 

* * * 


At Waterloo, Ia., a feed dealer told 
me, “the best plan I use in building chick 
feed business is to give a sample bag to 
each farm woman who is interested. I 
figure it costs me about a dime to fill up 
a generous sized sample bag of chick 
feed. Naturally, we follow up this trial 
plan by asking customers to buy our 
brand after they have made a trial. On 
the other hand, the ten cent sample often 
leads to an order without even a sugges- 
tion on our part.” 

x * 


“Marketable Hogs in Six Months” 
is the central thought behind the adver- 
tising of a feed dealer at Washington, Ia. 
Located in a hog feeding community, 
such advertising gets attention. 

* * 


In an Iowa county seat town, local 
merchants staged an event for children. 
Prizes were offered for a pet parade. On 
the Saturday morning scheduled, scores 
of children appeared with dogs, squirrels, 
rabbits, foxes, roosters, bantams, pigeons 
and many other animals. The aggressive 
feed dealer in the town obtained a nice 
increase in pet food sales following the 
parade. 


e WILLIAM AND HOMER MC- 
Gettigan and Francis Leahy have opened 
a feed store at Darlington, Wis. 


+ 


e BEDFORD FEED CO., Bedford, Pa., 
has opened for business in its new and 
modern plant which has been equipped 
with the latest types of feed and grain 
machinery. M. P. Bixler is president of 
the company, Alvin L. Little, vice presi- 
dent, and E. F. Ross, secretary. Leon 
Falk, Jr., is chairman of the board. 
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TOM G. DYER 


Cc. F. COLLISSON 


CHARLES VAN HORSSEN 


Outstanding Speakers to Address 
Central Retail Feed Dealers 


@ Association Convenes in Milwaukee, June 7-8 


IX speakers, every one of them an 
“~ all-Amercian in his line, will impart 

the results of their knowledge and 
experience at the 12th annual convention 
of the Central Retail Feed association at 
the Schroeder hotel, Milwaukee, June 7 
and 8. 

For months the officers of the organiza- 
tion have been piecing the program to- 
gether and even they were amazed at its 
caliber and magnitude when it was com- 
pletely assembled and the official an- 
nouncement was ready to be made. 

In two busy days the dealers who at- 
tend will have an opportunity to get com- 
plete facts on government, credit, mer- 
chandising, scientific feeding, the trend of 
agriculture and other factors influencing 
their business. 

600 Dealers Expected 

At least 600 dealers are expected to 
flock to Milwaukee to take advantage of 
this outstanding program. 

John V. Lauer, J. V. Lauer Co., Mil- 
waukee, president of the Milwaukee 
Grain & Stock Exchange, will set the 
convention machinery in motion with an 
address of welcome, and Fred Chris- 
topherson, Milltown Cooperative Produce 
& Shipping Assn., Milltown, Wis., vice 
president of the association will give the 
response. 

The first principal speaker, a real all- 
American, will be Ray B. Bowden, St. 
Louis, vice president and executive secre- 
tary of the Grain & Feed Dealers Na- 
tional association. He will serve “Gov- 
ernment A La Mode” which he has 
chosen for his subject and those who 
have heard him before are all unanimous 
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in reporting that he certainly can “dish 
it out.” 

Following will be Colby Porter, C. S. 
Porter, Fox Lake, Wis., president of the 
association. Mr. Porter has put in a hard 
year serving as chief for the dealers and 
will have a message of practical value 
gathered right in the front line trenches. 
In his annual report, David K. Steen- 
bergh, Milwaukee, secretary of the as- 
sociation, will tell what the organization 
has accomplished and outline a program 
for future activity. Committees are to be 
appointed at the conclusion of his address. 

Cash Attendance Prizes 

Before the dealers adjourn for lunch- 
eon they will have an opportunity to 
obtain enough cash to pay for it and a 
good box of cigars besides. Five atten- 
dance prizes of $5.00 each are to be 
awarded and anyone registered at the 
convention and in attendance when the 
presentation is made is eligible to win. 

Those who wonder if the present farm 
prosperity will continue may get the facts 
first hand from the opening speaker at 
the afternoon session. He is Charles F. 
Collison, farm editor of the Minneapolis 
Tribune, Minneapolis, a recognized au- 
thority on agriculture. His subject is 
“Prosperity Ahead”. 

Next to mount the speaker’s platform 
will be Charles Van Horssen, manager of 
the feed department, Washburn-Crosby 
Co., Minneapolis. He will take vitamins 
and introduce them in such a manner that 
they will be recognized as old friends to 
the dealers when they meet them again 
in their work. Dr. Van Horssen, for he is 
a doctor of veterinary medicine, is known 


far and wide for his knowledge of feeds 

and feeding as well as merchandising, and 

his subject, “Vitamins on Parade”, prom- 

ises to be delivered in all-American style. 
Store Layout and Design 

Another widely known man in the feed 
industry will follow. His subject will deal 
with a more concrete aspect of the feed 
business, “Store Layout and Design”, and 
he is R. G. Leavitt, manager, merchandis- 
ing department, Purina Mills, St. Louis, 
Mo. Under his direction hundreds of feed 
stores have been converted from old- 
fashioned establishments into modern, 
profit-paying institutions, and his ideas 
will be presented so that every dealer 
may apply them to his own place of 
business. 

After this talk, dealers may be well 
satisfied that they have spent a profitable 
afternoon and will still have a chance to 
put cash in their pockets by winning one 
of the five attendance prizes of $5.00 
each. Those designated for the prizes, 
however, must be registered at the con- 
vention and in attendance at the meeting. 

The annual banquet, a mardi-gras in 
itself, will be held in the evening with 
the members of the Milwaukee Grain & 
Stock Exchange as hosts. An excellent 
dinner will be served followed by a floor 
show and dancing. The Milwaukee Grain 
& Stock Exchange committee in charge of 
the banquet includes the following: 

Harry Franke, Franke Grain Co., chair- 
man; J. W. Jouno, Stratton Grain Co.; 
Elmer Paetow, the Paetow Co.; O. R. 
Sickert, Deutsch & Sickert Co.; LeRoy 
LaBudde, LaBudde Feed & Grain Co., 


(Continued on Page Thirty-three ) 
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Feeds Twice as Far 


as Tankage 


Costs Half as Much 
as Mineral 
@ 


YOU Make FOUR 
TIMES the profit of 
Tankage...and far more 
than on Mineral alone 


SIGHT now—you can add 
$40 to $400 a month EXTRA 
PROFIT to your bank account 
with this most popular-selling ae 
mineral feed in the midwest—and the ~ 
complete line of Sargent balanced 

ration feeds for stock and poultry. 


It takes only half as much selling effort as ordinary feeds 


—and you make as high as FOUR TIMES AS MUCH 
PROFIT. 


Becker Seed Co. sold 3,788 bags in 6 months; M. & J. R. 
Hakes 2,655 bags, F. F. Herrick 3,427 bags, Russell-Miller 


Co. of Waseca 8,510 bags, and scores of other dealers tell 
the same story. 


Get into the BIG MONEY. Why poke along with a slow 
selling feed when Minral Meat Meal and the complete Sar- 
gent line will make you MORE 
money, with LESS effort—and 
we Can prove it to you in dollars 
and cents. 

See us at the convention. Investi- 
gate, and ride the winner to big- 
ger profits this summer and fall. 


|| sargent 
4 Mineral 


Sargent Dairy Feeds 
Sargent Steer Feeds 


Russell-Miller Milling Co. 
Oshkosh, Wis. 
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Wisconsin-Illinois Distributors 


Hoffman Feed Co. 
Madison, Wis. 


$440 
Extra Profit 
In One Month 


“We made our first purchase of Sargent 
Minral Meat Meal, 10 bags, on October 
7th. From November 9th until January 
23rd you have delivered to us 1,550 bags. 
Our customers are all very well satisfied. 
Regarding profits, will say that from 
November 9th to December 9th we kept 
a definite record which showed us $440 
extra. We have never handled a product 
that showed such good returns to our- 
selves and our customers. Naturally we 
are very glad to recommend it to other 
dealers.”,—E. F. Thorman, Conrad, Ia. 


Sells Carload a Week 


“Since taking on Sargent Minral Meat 
Meal, we have sold an average of a car- 
load a week through our Waseca branch 
alone. It is the fastest-moving, most 
satisfactory feed we have ever handled.” 
—Herman Peterson, Mgr. Russell-Miller 
Milling Company, Waseca, Minn. 


SARGENT & COMPANY, Des Moines, lowa 
Nearly a Half Century of Quality Feeds 


Sargent Poultry Feeds 


Sargent Hog Feeds 


Sargent Yeast Culture Concentrates 
Famous throughout the Corn Belt 


Farmers Wholesale Co. 
Rockford, Ill. 
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| THE FEED BAG ANNUAL— _ We are now. preparing and will present to 
A NEW SERVICE the trade on or about September 1, The Feed 


Bag Annual Feed Buyers Guide. Only after 
careful consideration of the need for such a book and the genuine response shown 
by the entire industry when the idea was first proposed was this extensive 
project undertaken. 


The Feed Bag Annual is being created as a result of the numerous inquiries 
received in the mails from dealers, jobbers and manufacturers asking where 
certain products might be obtained, their value as a feed and the proper propor- 
tions in which they should be used in a ration. Instead of handling all of these 
inquiries by individual correspondence The Feed Bag staff, as a service to the 
industry, conceived the idea of compiling the annual thus presenting, in com- 
posite form, the answers to all of these important questions. 


The book when completed will be one that every dealer, manufacturer and 
jobber will be proud to own and keep as a year ’round reference. It will have a 
heavy cover printed in attractive colors. Binding will be of the modern, plastic 
type which will permit full visibility, with every page laying flat wherever the 
book may be opened. Sizes of the pages will be 9x12 inches with a type page size 
of 7x10 inches. Paper stock for the inside pages will be the same as that used 
by fine magazines such as Collier’s and the Woman’s Home Companion on which 
are reproduced the costly four-color process advertisements. This is an example 
of the quality which has been specified for the annual throughout. 


In addition to listing every known product of importance to the feed trade and 
the source of supply in an easy to read, well arranged directory section, The 
Feed Bag Annual will present illustrated editorial material which will be of 
unlimited value in assisting the feed dealers and mixers to improve business and 
make more money. Among these will be authoritative articles on every im- 
portant feed and feed ingredient, explaining the sources, uses and value; an 
illustrated layout of a modern feed store for the obtaining of maximum efficiency 
in production and sales ; a complete accounting system for feed merchants; month 
by month merchandising calendar and a host of other valuable features. 


The Feed Bag Annual will not replace any issue of The Feed Bag (magazine) 
which will reach the trade every month as usual. All subscribers to The Feed Bag, 
as an added service, will receive a copy of the annual without extra charge, while 
the book will be distributed generally throughout the trade at $1.00 per copy. 


The Feed Bag Annual also offers a new medium to advertisers. There has been 
so much interest shown in the book that listings for the directory and orders for 
advertising space have been coming in through the mails. The Feed Bag staff 
is making every effort to contact those interested in listings and advertising space 


and in view of the tremendous task to be accomplished this voluntary cooperation 
is greatly appreciated. 


The Feed Bag, with each monthly issue, has constantly strived to be of 
greater practical value and the issuing of the annual in September will mark an 
additional step in our policy—that nothing is too vast to attempt nor too good 
to present as a service to the feed industry. 


DAVID K. STEENBERGH 
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Better Calves 


An Ohio dealer greatly increased the 
sale of calf food by building an impro- 
vised pen in the rear of his warehouse 
and purchasing two calves which he fed 
on the brand of meal he was handling. 
Accurate weight records were kept and 
placed on a bulletin board in the office. 
When attempting to interest a prospec- 
tive customer the dealer took him to the 
pen in the rear of the store and showed 
him the two calves, pointing out their 
splendid condition. This was convincing 
sales talk resulting in many extra sales 
and profits. 


e GEORGE BUTCHER, Detroit Lakes. 
Minn., has opened a general feed store. 


his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


Sales System 


A Wisconsin feed dealer who has made 
an outstanding success of his business 
attributes his large volume of sales to a 
month-to-month merchandising system 
which he has devised. He has a series of 
12 folders in a special file, each one of 
them labeled for a different month of the 
year. Every time he sees an idea in a 


IT’S ALL MASH! 


Help Farmers Push Chick Growth 
with STERLING Chick Ration 


@ Stock and feature Northrup-King’s Sterling Chick Ra- 
tion—All Mash, for a bigger 1937 Chick Mash volume. 
Farmers, throughout the territory, are being told by 
radio about Sterling Chick Ration and its ability to pro- 


mote rapid, safe gains. 


Combine your feed and seed 


requirements. Order a mixed car shipment now! 


Wholesale Feeds and Seeds 


NORTHRUP, KING «CO. 


Minneapolis 


Dependable 
Since 1884 


Minnesota 
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trade magazine or in manufacturer’s bul- 
letins he clips it and places it in the file 
representing the month which he believes 
will be the most effective time to use it. 
In these files he also places notes on his 
experiences such as, “featured seed in- 
noculants too late last year—better start 
working on these two weeks earlier.” On 
the first of each month he takes the 
designated folder home with him and 
spends several hours outlining a system- 
atic campaign. “It is surprising how many 
sales I overlooked,” says the dealer, “be- 
fore I started this system,” the dealer 
recently wrote. “You may also be inter- 
ested to know that a majority of the ideas 
I place in my files are obtained from 
your interesting and practical magazine, 
The Feed Bag.” 


Fertilizer Check 


In Michigan a live wire feed merchant 
who makes big profits selling fertilizer 
always keeps a record of the farmers who 
place the largest orders with him. After 
the crops have been harvested he calls on 
these farmers and obtains figures showing 
their gain in yield as compared to the 
years no fertilizer was used. These fig- 
ures and the recommendations of the suc- 
cessful farmers make good sales ammuni- 
tion the following spring when the dealer 
calls on new prospects. 


Silver Reminder 


When a New York feed firm started 
its 25th anniversary in business it placed 
an order with the local printer for new 
stationery, letterheads and_ envelopes, 
with a silver tint. Appearing in a conspic- 
uous place on each was the wording “Our 
25th Anniversary.” This idea served to 
remind the firm’s customers of the length 
of time the firm had been in business and 
the responsible reputation which it pos- 
sessed. During the same year a big silver 
anniversary sale was also held which 
helped to move a large volume of feeds. 


Model House 


An Illinois feed dealer who handles 
poultry equipment as a sideline and 
makes a good profit on it clears a section 
of his feed warehouse and arranges a 
model poultry house. He places his brand 
of feed in the hoppers and features every 
piece of equipment he handles. The cus- 
tomer, in looking at such a display, 
visualizes not only the one item he came 
to buy but is made conscious of other 
equipment he could use profitably to 
preserve the health and improve the pro- 
duction of his flock. The model poultry 
house idea enabled the dealer to break 
all previous records last year in the sale 
of equipment and is being repeated again 
with success this spring. 
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Feed Manufacturers 
Awaiting Convention 


At Hot Springs 


IGH in the mountains of Virginia 

the members of the American Feed 

Manufacturers association and 
their guests will discuss their problems, 
with time out for relaxation, at the an- 
nual convention which is scheduled for 
June 10 and 11. 

Improvement in business conditions 
and a genuine interest in the program, 
now in its finishing stages, have already 
started the organization well on its way 
to establishing a new record in attendance. 

H. L. McGeorge, Royal-Stafolife Mills, 
Memphis, Tenn., president of the associa- 
tion, will be the opening speaker. Mr. 
McGeorge promises to make his talk 
more than a welcoming gesture and is 
expected to have a message that will 
react to the benefit of the feed industry 
as a whole. 

He will be followed by L. S. Walker, 
Burlington, Vt., president of the Ameri- 
can Association of Feed Control Officials. 
who will have many things of importance 
concerning feed laws to divulge to the 
manufacturers. 

A discussion will also be held on 
National Feed Week which has been en- 
dorsed by the feed manufacturers and 
many other trade associations. Plans 
that have been arranged for the observ- 
ance of the first celebration of its type 
in the history of the industry will be ex- 
plained and the feed men advised how 
they may cooperate in helping to make 
it a success. Report of the nominating 
committee and election of directors will 
conclude the session. 

Afternoon for Golf 

In the afternoon the manufacturer’s 
annual golf tournament will get under 
way for the qualifying round. Competi- 
tion in this event for many years past has 
been keen and the play this year is ex- 
pected to attract more entries than ever. 

The second day’s session will be opened 
with an address by John C. Gall, associ- 
ate counsel, National Association of Man- 
ufacturers, Washington, D. C. He will 
discuss the situation at Washington as 
affecting the country at large and will 
touch on certain phases and types of 
legislation of particular interest to the 
feed industry. 

Two discussions, occupying one hour 
each, are to follow. One will be devoted 
to the Feed Merchandising Council agree- 
ment on contracts and bookings and the 
other will deal with credit. There will 
also be a few words said about the 7th 
World’s Poultry congress and exposition 
which is to be held in the United States 
and in which many feed manufacturers 
are interested. The business sessions of 
the convention will close with a report of 
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the board of directors and the election of 
officers. 

On the final afternoon the golfers who 
qualified on the previous day will com- 
pete for the many prizes which are award- 
ed each year. 

Entertainment for Ladies 

Many of the ladies are expected to 
attend the convention with their husbands 
and special arrangements have been made 
to entertain them. Among the many fea- 
tures will be a bridge party with plenty 
of prizes for those who are good enough 
or lucky enough as the case may be. 

Headquarters for the convention will 
be at the Homestead hotel, Hot Springs, 
famed eastern resort spot in the Allegh- 
eny mountains. The hotel is at an alti- 
tude of 2300 feet. Beautiful hills and 
mountain ranges taper away into the 
distance. Practically every type of recrea- 
tion and health facility is offered. There 
are tennis courts, swimming pools, miner- 
al baths, beautiful bridal paths for horse- 
back riding, trout streams, two golf 
course — in fact everything to make 
for a perfect vacation. It is expected that 
many who attend the convention which 
ends on Friday evening will remain over 
the week-end. 

Reservations for rooms may be made 
either direct with the hotel or through 
the office of the American Feed Manufac- 
turers association. All rooms are with 


Senator Will Address 
National Millers 


When members of the Millers National 
Federation gather at the Drake hotel, 
Chicago, May 26 and 27, for their annual 
convention they will hear several nation- 
ally famous speakers. 

Hon. Burton K. Wheeler, United States 
senator from Montana, will speak on 
May 26 on “The President’s Program for 
Judicial Reform”. Senator Wheeler is one 
of the leaders of the fight now being 
waged over this issue. 

On the following day the headline 
speaker will be Sir Willmott Lewis, 
American correspondent for the London 
Times. As one of the most brilliant jour- 
nalists of this generation, he is well quali- 
fied to discuss current aspects of national 
and international developments which he 
has chosen for his subject. 

W. W. Shoemaker, vice president. 
Armour & Co., Chicago. and chairman of 
the agricultural committee of the Na- 
tional Association of Manufacturers will 
also give one of the feature addresses. 
His subject will be “Cooperation Between 
Industry and Agriculture.” 


RALPH M. FIELD 


bath and the rates are $9.00 per person 
for two in a double room with twin beds 
or $9.00 per person for two in single 
rooms with bath between. For single 
rooms the rates are $10.00 each. In order 
to obtain the rates quoted, those who 
write the hotel direct should be sure to 
mention in their letter that they are part 
of the American Feed Manufacturers as- 
sociation group and will be in attendance 
at the convention. 

Since the basic rates were reduced by 
the Eastern railroads on the order of the 
interstate commerce commission, it has 
been necessary to abolish the former re- 
duced convention round-trip rates. There 
is. however, an all-year tourist rate to 
Hot Springs from practically all terri- 
tories which is $1.00 or $2.00 lower than 
the double one way rate and is the best 
that can be obtained. 


The convention will be opened with 
messages from the retiring chairman of 
the federation. F. J. Allen, Bay State 
Milling Co., Winona, Minn., and the new 
chairman, O. D. Fisher, Seattle, Wash., 
and with a report on federation and insti- 
tute activities by Jess Smith, Chicago, 
president. 

e A. H. PERKIN’S feed mill New 
Egypt, N. J.. was destroyed by fire April 
20 with a loss estimated at $30,000. 


JOHN TAYLOR has 
Kemp’s mill, Hagerstown, Md. 
e EASTERN STATES Milling Co. is 
making p’ans for building an addition to 
its flour mill at Tonawanda, N. Y., which 
will cost $250,000. 


purchased 


KRACO BOOKLET 

Kraft-Phenix Cheese Corp., Chicago, 
Ill.. has issued a new booklet showing the 
importance of milk solids, particularly 
dried whey, in poultry feeding. Copies will 
be gladly mailed to dealers who will 
write the company at 400 Rush street, 
Chicago. 
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Vogel’s Feed Store 7 Months Old 
But Well Way Success 


@ Rapid Gain Result of Sound Merchandising 


LTHOUGH only seven months old, 
Vogel’s feed and poultry market, 
100 Isabella street, Pekin, IIl., is 
taking on weight constantly and the 
infant promises to become a full-grown 
adult within a short period of time. V. W. 
Vogel is proprietor of the venture and 
E. M. Etherton is manager who, to- 
gether with Mrs. Etherton, make up the 
sales personnel. 
Operates Produce Market 

Mr. Vogel operates a street-side pro- 
duce market a block from the feed mar- 
ket. With a large clientele of both city 
and farm trade, the requests for feed 
and poultry at this market were instru- 
mental in the establishment of the feed 
and poultry market. There was not room 
to handle this at the produce market and 
so a suitable building was obtained a 
block away. 

The building is 40x48 feet and was 
formerly a warehouse. It has a full base- 
ment and affords a suitable place for 
handling both feed and poultry. Located 
on a corner, it has a loading and unload- 
ing platform on two sides, thus affording 
fine facilities for both the trucks bring- 
ing in feeds and to those loading up to 
go out. 

Delivery System Maintained 

One nationally-known line of feeds and 
feed specialties is handled, these being 
trucked in from the town in which they 
are manufactured. A full line of bulk feeds 
is also handled. Hay, straw, salt, poultry 
and stock remedies, and several feed 
specialties are carried. 

While the largest volume of business 
comes from the farmers in the vicinity 
of Pekin, considerable city trade is also 
handled. For this, the same truck is used 
for delivery that is used by the produce 
market, thus reducing delivery expense to 
the minimum. 

So far the principal methods of secur- 
ing business have been newspaper adver- 
tising, suggestive selling and displays. 
The newspaper advertising appears in 
the weekly paper of Pekin which has con- 
siderable circulation among the farmers 
of the territory. 

Signs Suggest Feeds 

Suggestive selling is practiced exten- 
sively to the many customers of the 
produce market. When buying produce, 
their attention is called to the fact that 
a feed and poultry market is also main- 
tained a block away. This suggestive sell- 
ing has resulted in many customers call- 
ing at the feed market and has been 
responsible for much of the business 
obtained. A large sign at either end of the 
produce market also points the way to 
the feed market. 

When the customer is within the feed 
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Swinging on the Gaannyand Gate 


“Honest, Mrs. Gilpatrick. We ain’t been watering your milk. There’s been a flood.” 


store, the displays get in their work. Tak- 
ing a cue from the warehouse method of 
display used by serv-self grocery estab- 
lishments to reduce overhead, the various 
kinds of feed are arranged in attractive 
piles of various shapes on the floor of the 
warehouse. The arrangement affords close 
access of customers to every type and 
kind of feeds. While the manager or his 
assistant is always at hand to answer 
questions, the arrangement makes it un- 
necessary for customers to ask about the 
feeds themselves. The manager is quali- 
fied to give any advice asked about feed- 
ing problems and the questions of cus- 
tomers are mostly confined to this char- 
acter. 
Feeds Out Front 

“In the warehouse method of display,” 
says Mr. Etherton, “every bit of our 
merchandise is forward stock—every bit 
of it is on display. This has many good 
features. Customers do not have to ask 
‘Have you this?’ or ‘Do you carry this?’ 
—it is all there in plain sight and in 
sufficient quantity to make an impres- 
sion.” 


“So far, we have not personally called 


on farmers at their homes,” says Mr. 
Etherton, “but we are planning on 
starting this method of getting business. 
The district salesman for our brand of 
commercial feeds is doing some of this 
work for us by calling on some of the 
larger feeders. This effort has proved 
effective and we shall soon put this plan 
into operation ourselves. Our business has 
increased steadily. We have proved to 
ourselves that we can do a _ successful 
feed business and, although we do not 
contemplate making any big splurges we 
plan on extending our operations as fast 
as we can safely do so without tying up 
an unwarranted amount of capital in 
stock and equipment. We feel that a 
steady growth is better than trying to 
get business by spasmodic spectacular 
methods and so shall continue our ef- 


forts on a conservative but progressive 
basis.” 

e HENRY HEIMKES has resigned as 
manager of the Farmers Cooperative 
Elevator Co., Norwood, Minn., because 
of failing health and has been succeeded 
by Bruno W. Schimelpfenig. 
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Starting and 


For Pullets — 
(After the 12th Week) — 
and for all — 
Layers and 
Breeders 


and to Increase Sales Too! 


Poultrymen everywhere are following the Larro Pullet Raising Plan this season. They like its 
simplicity—just two mashes and grains to handle and no fuss or bother when they change 
from one mash to the other at the end of the 12th week. They like the low cost of this easier 


way to raise more profitable pullets. But most of all they like the husky, big framed birds 
it produces. 


This wide consumer acceptance means more sales and better business for the dealer who 
handles Larro Feeds. And a steady year-round program of sales and advertising helps actively 
merchandises these better rations to feeders. Why not investigate the Larro franchise now? 
There’s no obligation, of course. Drop us a card for full details. 


The Larrowe Milling Company, Dept. FB Detroit, Michigan 
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Calendars Distributed by Dealer 
Help Farmers Keep Books 


@ Contribute to Illinois Firm’s Big Sales Volume 


ALENDARS have been by far the 

best form of promotion used by 

the Farmers’ Cooperative Grain & 
Supply Co., Canton, Ill., according to 
W. E. Nagle, manager. The calendars 
used, however, are not the ordinary 
lithographed type. Instead, they are a 
bookkeeping form of calendar, having on 
the back of the date sheets a form on 
which farmers may easily keep track of 
their income and expenses. 

Information for Farmers 

Then, in addition, each sheet has some 
information for farmers often wanted 
and yet hard to find. This information 
follows the seasons, each month’s sheet 
having information usable in that month. 

For instance, spraying formulas are 
used for the months in which they are 
applicable. Chick starter formulas are 
used early in the season. Besides formu- 
las of many kinds, legal weights and 
measures, information relative to plant, 
tree, and animal diseases, and a large 
amount of other useful information is 
given. 

“We have used this type of calendar 
for seven years,” says Mr. Nagle. “When 
we started we had only 300 and now 
1000 is not enough to fill every request. 
People have come in for many miles to 
get one of the calendars. The picture of 
our plant appears on the front, which 
is so arranged that it hangs flat on the 
wall, making it easy not only to see the 
date, but to record receipts and expendi- 
tures quickly. These calendars have been 
by far our best bet in advertising feeds.” 

Mr. Nagle considers his next best 
advertising medium a bullet-type pencil 
for free distribution. These pencils carry 
the ad of the firm in large letters. They 
form a constant ad as they are of a shape 
and size to be easily carried in the 
trouser pocket. The farmer thus has one 
with him all the time and every time he 
pulls it out he has the ad before him. 

Organized in 1920 

Brooder thermostats were given away 
at one time. They were effective with 
those who were raising poultry, but 
when the poultry raising season was over 
they were not then in use and so were 
not good during this time. 

The Farmers’ Cooperative Grain and 
Supply Co. was organized in 1920. It 
purchased three elevators from a going 
business, one of which was in Canton 
and the others in small towns in the 
vicinity. The concern bought out did 
not handle feeds so the Farmers com- 
pany at once built a concrete warehouse 
in Canton 50x80 feet with two stories 
and full basement and put in a complete 
stock of commercial feeds, bulk feeds, 
tankage, salt, seeds, and fencing. 

The next year it added a feed mill to 
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the rear of the warehouse, installing a 
sheller and grinder. This provided a 
great advantage in the feed business and 
enabled the firm to do custom grinding, 
bringing many more customers to the 
place. In 1931 a two-ton mixer was in- 


A real modern farm supply station. 


stalled. This again proved to be a dis- 
tinct advantage enabling the company to 
give a complete feed grinding and mixing 
service. 
Built for Convenience 

Electrification of the plant was started 
in 1935. In that year the concern started 
to build a seed warehouse but before 
going far decided to erect a combination 
seed house and elevator. The entire first 
floor of the elevator building, as well as 
the seed warehouse itself, is used for 
storage of seeds and for the seed clean- 
ing equipment. This building adjoins the 
feed mill at the rear. The elevator build- 
ing is 35x40 feet and 75 feet high. The 
warehouse is 25x68 feet. It has trackage 
facilities with room to load or unload 
four cars at once. 


At the same time a covered loading 
and unloading space for trucks was 
built so that farmers could take in grain 
for the elevator or seeds for cleaning 
and be under cover. A further conven- 
ience is an automatic electric trip dump. 
By its use seed can be dumped from a 
truck directly into it, go to the cleaners, 
and return directly into bags or into the 
truck without any manual labor. A corn 
crib holding about 2000 bushels of ear 
corn was built about the same time. 

When the new elevator was ready for 
operation, the old one, which was across 
the street and which was fast becoming 
obsolete, was torn down. The entire bus- 
iness is now done under one roof and 
consists of office, display room, feed 
warehouse, feed mill, elevator, and seed 
warehouse. Every division of the build- 
ing is strictly modern. . 

Real Source of Supply 


The line of products handled has been 
increased from time to time so that at 
present they include grains of all kinds, 
complete lines of two standard brands of 


commercial feeds, chick starter and egg 
mash of the company’s own brand, mill 
feeds, tankage, bone meal, meat scraps, 
all ingredients used in feeds, hay, straw, 
peat moss, poultry supplies, field seeds 
of all kinds, salt, fencing, steel fence 
posts, farm gates, paint, prepared roof- 
ing, red cedar shingles, tile, and power 
washing machines. One of the brands of 
commercial feeds has been handled ever 
since the firm started business and one 
brand of fencing has been carried for 
12 years. 

The percentage of different kinds of 
feed sold are poultry feed, 50 per cent; 
dairy feed, 15 per cent; and hog feed, 35 
per cent. During the year 1936 the sales 
of commercial feeds alone amounted to 
17,562 bags. In addition, 1100 bags of 
tankage, bone meal, and meat scraps 
were sold. 

In addition to premium advertising, 
the Farmers’ Cooperative uses classified 
ads daily in the local newspaper, varying 
them frequently and covering not only 
feeds but the other products handled by 
the concern as well. 

The company has an up-to-date mailing 
list of the farmers in its trade territory. 
The basis of the list is a country direc- 
tory. Newcomers are added and _ those 
moving away are removed from the list 
as fast as they occur. The company does 
not, as a rule, send out much direct mail 
advertising itself. Several of the manu- 
facturers whose merchandise they handle, 
however, use this list systematically. 
Each mailing piece carries the name of 
the Farmers’ Cooperative and all of these 
are a help in keeping the name before the 
public. 

Displays Well Arranged 

Floor displays are constantly kept up 
in the display room. This is a part of the 
feed warehouse and is adjacent to the 
office. Suggestive selling is constantly 
used. This often entails the giving of 
advice on feeding problems and many 
additional sales of feed are made in this 
way. 

“An example of this happened a 
short time ago,” says Mr. Nagle. “A 
farmer to whom we had been trying to 
sell some hog supplement came into the 
store. He said he couldn’t buy the sup- 
plement because it was all he could do to 
borrow enough money to pay for the 
corn he was using. I told him it would be 
more economical for him to take part of 
his borrowed money and buy supplement, 
which would cut down the cost of corn 
and really save him $4.00 to $5.00 a 
hundred in the cost of raising his hogs. 
He finally became convinced I was right 
and did as I suggested. He found it 
worked out as I said. It saved him money 

(Continued on Page Forty-one) 
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Join thee WAYNE PROFIT PARADE 


Wayne Dealers are “out in front” on hog feed sales--selling 
more hog feed than ever before. Wayne hog feeds include 
rations to meet every hog-feeding need. Line up with Wayne 
and sell the feed that fits the case. | 


(18% Protein). Ideal for (40% Protein). Saves corn. Either (14% Protein). Complete 


pigs and brood sows ’till dealer or feeder can mix it. poundmaker and carload 
weaning time. seller where grain is scarce. 


| Wayne Pig Starter 2 Wayne Hog Supplement 3 Wayne Porkmaker 


We'll Help You Sell with Wayne’s effective selling and 
merchandising program. Wayne Feed customers are repeat 


customers --and boosters. Join the Wayne profit parade - - 


write for details. 


ALLIED MILLS, Inc., Fort Wayne, Indiana 
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e LOUGHRY BROS. Milling & Grain 
Co., Monticello, Ind., is planning to dis- 
mantle its elevator at Guernsey, Ind. 


e PARDEEVILLE FEED MILL, Par- 
deeville, Wis., owned by Dr. Joseph 
Chandler, was destroyed by fire April 24. 


e ATLAS ELEVATOR CO.,_ Burr, 
Minn., has erected a new flour and feed 
warehouse. J. M. Bealor is manager. 


e JOSEPH GRABER, Graber & Theis, 
Mineral Point, Wis., died April 19. He 
was 80 years old and until four days 
before his death remained as active head 
of the feed business which he conducted 
for the past 35 years. 
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Eat One or More Eggs a Day 


Good Motto to 


FARM folks do not eat enough eggs! 

Instead of regarding eggs as being 
one of the essential foods for the family, 
how many egg producers are there who 
think of them principally as a source of 
cash income? Thus, growing children are 
deprived of their “egg per day,” which 
any student of foods knows they should 
have. 

When I say “student of foods,” I do 
not mean simply a girl who is enrolled in 
a domestic science class. I also mean 
every homemaker who has as one of her 


FOR MORE SPRING PROFITS PUSH 


QUAKER 16% DAIRY RATION 


OUND values for dairy products and good dairy cattle of all 
ages maintain a vital interest among dairymen everywhere. 
With Quaker 16% Dairy Ration available at a favorable price, 
all good dairy farmers can be stimulated to do a good job with 
their herds. 
e A good job demands the wise feeding of concentrates to maintain 
a thrifty healthful condition in the producers. Quaker 16% Dairy 
Ration supplies proteins, minerals including iodine, plus other 
essential feed nutrientsso necessary for economical milk production. 


e And for growing finer 
young stock—calves and 
pigs—recommend Sugared 
Schumacher Feed. It sup- 
plies carbohydrates and 
minerals required for grow- 
ing big frames, and sound 
flesh—at a profit. 

e Push the sale of these two 
efficient feeds that bring re- 
peat business to you—and 


added profit. 
THE QUAKER OATS COMPANY 


Dept. 13-E, 141 W. Jackson Blvd. CHICAGO, U.S. A. 


e1ge 


Follow 


main tasks the planning, preparing and 
serving of foods to human beings. If 
some who come under this classification 
plead guilty to the charge of feeding their 
families whatever food happens to be the 
cheapest, handiest and easiest to prepare, 
without giving any thought to its value 
as food, they should be sentenced to 
study food values, and to make applica- 
tion of what they learn. For it is a 
serious charge—that of depriving grow- 
ing children, or any other persons, of the 
essentials of nutrition for the body. 

The white of the egg is rich in albu- 
men, a form of protein which is desirable 
for body growth; the yolk contains 
essential vitamins and minerals, as well 
as also being high in protein and fat 
content. These vitamins are A, B, D and 
G, and the minerals are iron, copper, 
phosphorus, sulphur, calcium and others 
not so important. 

It has been generally known for many 
years that an egg a day is of as great im- 
portance as the quart of milk and the 
fresh fruit and vegetables in the diet in 
the prevention of decay of the teeth. 
Lately, it has been discovered that eggs 
are also essential in the diet in order to 
produce the best muscle tone, or quality, 
that leads to good posture in the growing 
child. The former is due to the calcium 
content, the latter to the iron. 

Since eggs are so beneficial, and since 
they also are, just now, the cheapest, 
handiest and easiest of foods to prepare, 
let’s insist on our “egg a day”—or more. 
—Wallaces Farmer. 


e CLAY N. EDWARDS of Chicago has 
purchased the feed and seed business at 
Brodhead, Wis., formerly operated by 
the late Parker J. Newman. He will 
continue to run the business under the 
name, Newman Seed & Feed Co. 


e F. B. KEDL & SON feed mill, Wau- 
zeka, Wis., has been purchased by George 
Culver of Chicago. 


a 


@ STUART D. TALBOT, 54, member of 
the feed firm of D. F. Talbot & Sons, 
Edmeston, N. Y., died recently in a hos- 
pital at Utica, N. Y. 


e CLARENCE GAINES, Gaines Food 
Co., Sherburne, N. Y., recently attended 
the Spring Field Trials held near Pough- 
keepsie, N. Y., in the interests of his dog 
food business. Mr. Gaines is an ardent 
sportsman and has a number of fine 
setters. 


ELEVATOR CONVENTION 

The 8th annual convention of the 
Society of Grain Elevator Superinten- 
dents of North America will be held at 
Fort William, Port Arthur, Ontario, June 
14, 15 and 16. Reservations already re- 
ceived indicate a record attendance. The 
program of which S. S. Arstad, Fort 
William, is general chairman, will feature 
many subjects of interest to elevator men. 
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Lem Jones Learns It Doesn't Pay 
To Buy From Strange Truckers 


HE lock on the warehouse door of 

the Hickory Grove feed store hung 

limply from its hinges. Deep scars 
in the woodwork gave evidence that it 
had been pried loose with a pinch bar 
during the night and Mickey, the office 
boy, who was the first to arrive on the 
scene in the morning sensed beforehand 
the exact spot the thieves wanted to 
reach. 

He pushed back the jimmied door and 
walked directly to the corner of the 
warehouse where Lem Jones, proprietor, 
kept his alfalfa seed. The ten bags which 
had been there at closing time were gone. 

Mickey Informs Boss 

Burning inside with contempt for the 
persons who would stoop to such thievery, 
Mickey darted for the front office. As 
he entered through the door leading into 
the warehouse Lem Jones was twisting 
his key in the lock of the front entrance. 

“How did you get inside?” questioned 
the boss, feeling none too pleasant after 
a late poker game and bad luck the 
night before. “I suppose you fell asleep 
in the grain bin yesterday afternoon and 
got locked in when the help left.” 

Mickey ignored the insinuation and 
gasped out his discovery. The Hickory 
Grove feed store boss stood stunned for 
a moment and then dashed into the 
warehouse with his office boy at his heels. 
One glance sufficed to prove that Mickey 
was right. 

Call the Sheriff 

“Call Sheriff Hannon,” he ordered. 
“We've got to get him on the trail while 
it’s hot.” 

As Mickey scurried to the telephone 
Lem sunk hopelessly upon a sack of bran. 

“Those thieving rats,” he muttered. 
“Tt was plenty hard to get this particular 
brand of alfalfa from the seed house and 
now I haven’t got a scoop full to sell my 
customers. Could have made a nice profit 
on it, too. It’s lucky I bought a supply 
of that other brand from that trucker 
yesterday.” 

Suddenly realizing that the thieves 
might have stripped him clean of this too 
he hurried to the spot inside the door 
leading to the loading platform where the 
order had been delivered too late on the 
previous afternoon for the help to place 
it alongside of the regular brand. Not a 
bag had been disturbed. 

Sheriff on the Job 

Sheriff Hannon was a man of action. 
Within ten minutes after Mickey called 
he was at the Hickory Grove feed store. 
With Lem Jones at his elbow answering 
questions, the sheriff carefully inspected 
the twisted lock. 

“Used a pinch bar all right,’ he de- 
duced. “Must have made plenty of 
noise. We’ll question the neighbors later.” 
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As the sheriff continued his investiga- 
tion, inspecting the driveway and streets 
leading from the warehouse for signs of 
tire marks, Mickey looked on with awed 
interest. His contempt for those who 
could cause his boss this costly and un- 
timely loss became more pronounced with 


ICKEY and LEM JONES 

are back again and, as 
usual, in trouble. Read how they 
solve their difficulty this time 
and watch for more interesting 
articles about them in future 
issues of The Feed Bag. 


every second. 

“Suspect anybody Jones?” the sheriff 
asked. 

Lem meditated and then shook his 
head. 

“Can’t say I would put the blame on 
anybody in town. Must have been some- 
body from the outside. Some clover seed 
and alfalfa stolen up at Hack Center. 50 
miles from here last week. Might have 
been the same gang.” 

The sheriff started toward his car. 

“T’ll do a little further investigating,” 
he said, “and maybe take a drive to 
Hack Center this afternoon. You'll hear 
from me later.” 

With the arm of the law off on the 
trail, Mickey and his boss returned to 
the office. 

Trucker Offers Seed 

“T’ve simply got to get some more of 
that alfalfa we bought from that trucker 
yesterday or else all the farmers will be 
going to my competitors,” moaned Lem. 
“With our main lot gone we won’t have 
near enough to satisfy everybody and I 
can’t get another pound from the seed 
house.” 


As if in answer to Lem’s prayer a 


@ Mickey Gets Back His Stolen Alfalfa Seed 


big van pulled into the driveway and a 
man dismounted from behind the wheel. 
“Need any alfalfa seed?” the indi- 
vidual asked. “Got about 30 bags left and 
I'll let you have it at a good price if 
you'll take the whole lot for cash.” 

Swinging around to the back of the 
van the man dragged out one of the bags. 
Lem inspected the tag and found it to be 
of a well known brand. 

“Drove clear from Idaho with a full 
load and sold a!l except what’s left on 
the trip,” the truck driver added by way 
of explanation. 

“Do you have any connection with 
another trucker by the name of Burns?” 
asked Lem. “He sold me a lot of 20 bags 
yesterday.” 

“Never heard of him,” returned the 
truck pedlar. “Must be from another 
state.” 

Mickey Disappears 

“As the rear of the large van disap- 
peared over the hill into the country, 
Lem Jones, minus a good piece of cash, 
but contented that he would now have 
enough alfalfa to take care of his cus- 
tomers, turned to his morning mail, hop- 
ing that the sheriff would succeed in 
tracing down the culprits who had stolen 
his original lot of seeds. 

It was well toward noon when he found 
himself in need of Mickey’s services and 
called at the top of his voice for him. 
After waiting a minute he called again, 
but there was no response. 

“That’s the last straw, thundered 
Jones, when two hours had elapsed and 
there was still no trace of Mickey. “When 
he shows up again he’s fired.” 

Mystery Is Solved 

The telephone at Lem Jones elbow 
jarred him out of his tirade and the 
voice from the other end made his eyes 
bulge. 

“Hello, hello, Mr. Jones, this is Mic- 
key,” tumbled the excited office boy’s 
words over the wire. “I’ve found your 
alfalfa seed. I hid in the back of the 
truck that just sold you those 30 bags. 
When the driver got near a woods on a 
lonely road he stopped and hidden in 
the brush was our seed. I know ’cause I 
had the bags stamped with our name. I 
hit him on the head with a wrench and 
tied him hand and foot. The sheriff’s on 
his way over to get him. And say, you’d 
better not sell anybody any of that seed 
you bought from the truckers. I found 
out that its nothin’ but weeds. What’s 
more, do you know who stole our seeds? 
It was that trucker you bought from yes- 
terday. That’s their game. They work 
together, steal good seed and sell the 
weeds to dealers the next day.” 

Lem Jones was overwhelmed but man- 
aged to say, “good work, Mickey, and 
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THE Pick oF THE SEA 


When it comes to COD LIVER OIL it is an acknowledged fact that 
GORTON-PEW FISHERIES get the cream of the codfish catches. This 
itself is one important reason for the outstanding quality of SUPER A! OIL 
FROM FRESH LIVERS is the first commandment of the Gorton establish- 
ment and this plus the modern scientific laboratory control they maintain 
constitutes the POSITIVE GUARANTEE that every gram of SUPER A 
will contain: 
3,000 units Vitamin A per Gram 
250 units Vitamin D per Gram 


Super A Assures Every Feed Dealer 
‘Complete Baby Chick Protection” 


When a dealer uses SUPER A in his mashes—at the rate of % of 1% in 
total ration—he is absolutely SURE of the protection he wants! 

The name GORTON-PEW stands behind every drum sold, yet the cost is 
ACTUALLY LOWER than most oils of this potency! 


Cut out the coupon below and send in for further FREE information about SUPER A. 


ATTENTION JOBBING DIVISION FARM SERVICE STORES, Inc., Minneapolis 


Kindly send literature and copies of state tests on GORTON-PEW SUPER A 
Cod Liver Oil. 


We have complete stocks of U. S. Government tested and approved Cod Liver Oil at a 
distributing point near you and shipment will be made the day your order is received. 


FARM SERVICE STORES, INC. 


JOBBING DIVISION 


of General Mills, Inc. 
554 CHAMBER OF COMMERCE e MINNEAPOLIS, MINN. 


please come back home.” 

“T’ll come,” answered Mickey, “if 
you'll make a promise.” 

“What is it Mickey?” 

“Just say that you'll never buy any- 
thing from a strange trucker again.” 

‘It’s a promise, Mickey,” flashed back 
Lem, and he knew in his heart that he’d 
never break it. 


MICHIGAN 

A. H. Hunt & Son, Lake City, have 
added an alfalfa grinding machine to their 
present equipment. 

Farmers warehouse, Eaton Rapids, 
opened for business April 3 under the 
management of Don Long. He is handling 
a complete line of feeds, seeds and fer- 
tilizers. 

J. I. Hillyard, 57, prominent in the feed 
and fuel business at Fremont for many 
years, died recently at his home. 

Norman Weeks has purchased the feed 
and coal business at Menominee formerly 
operated by J. P. Spearow. 

George Ponter feed mill, Cedar Springs, 
was destroyed by fire April 18. 

Cutler Dickerson Co. plant, Adrian, 
which was recently destroyed by fire will 
be rebuilt. 

Arthur Jarred who operates an eleva- 
tor at Oakley and a branch buying station 
at Chapin is planning to install feed 
grinding equipment. 

Harry Harper, North Branch, has in- 
stalled a new feed mixer in his plant at 
Hemans. 

J. P. Thoman, Thoman Milling Co., 
Lansing, died April 11 after 50 years in 
the milling business. He was a former 
director of the Michigan Millers Mutual 
Fire Insurance Co. and was active in 
civic and church affairs. 

Paw Paw Cooperative association, Paw 
Paw, is planning to install feed grinding 
equipment. 

Farmers Elevator Co., Richmond, will 
construct a new elevator this summer. 

Three Rivers Cooperative association, 
Three Rivers, is completely remodelling 
its feed grinding department. 

F. C. Porter flour mill, Altona, has 
been purchased by Leo and Elizabeth 
Burch, Albion. 

William Walton, Walton Milling Co., 
Lansing, passed away suddenly, April 7. 

Saline Mercantile Co., Saline, is in- 
stalling additional feed grinding equip- 
ment. 


e FARMERS ELEVATOR CO., Forest 
City, Ia., has built an addition to its 
present office which will be used for dis- 
play space. 


e J. L. DIETZ, manager, Farmers Ele- 
vator Co., George, Ia., is recovering from 
injuries received when he fell from the 
cupola of an elevator recently. He sus- 
tained a fractured skull. 


a 


e T. E. HAMMAN has purchased the 
interest of Byron Wiliams in the T. E. 
Hamman Co., Arcola, Ill., and is now 
the sole owner. 


e ROUX FEED MILL, Sharon, Pa., has 
built an addition to its present plant. 
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“Hee Haw News” Ad Makes Farmers 
Chuckle and Buy Feeds 


© lowa Firm Gets Results With Newspaper Space 


GGRESSIVE merchandising would 
A be a two word description of the 
manner in which S. M. Hickman, 
Denniston & Partridge Co. has built a 
nice feed business at Altoona, Ia. 

Basically, the company is a building 
materials concern. But one should not 
even suggest that the feed business is a 
side line. As a matter of fact, it has been 
developed to a point where it is an im- 
portant part of the volume done under 
Mr. Hickman’s aggressive direction. 

Altoona is a small town and naturally 
the bulk of the business done by a build- 
ing materials company there must come 
from farmers. The fact that the Den- 
niston & Partridge Co. is known by all 
farmers in the trade territory made it 
easier to take on a line of feeds and build 
a profitable business with farmers. 

Runs Unique Advertisement 

Mr. Hickman is a strong believer in 
the power of advertising. One of the first 
things which catches the eye of prospec- 
tive customers in the local newspaper is 
the Denniston & Partridge advertisement. 
Under a clever heading, “Hee Haw 
News” is a group of newsy paragraphs, 
humorous stories and bits of selling com- 
ments about items stocked. It is a sort of 
& newspaper within a newspaper. All ma- 
terial in the advertisements is written or 
assembled by “Editor” Hickman. He has 
plenty of reason to know that his adver- 
tising is doing a selling job for him on 
feeds and other lines. 

In addition to this type of advertising, 
Mr. Hickman frequently schedules ad- 
vertisements in the newspaper featuring 
feeds exclusively. Advertising cuts and 
copy furnished by the feed manufacturer 
are used to good advantage. 

At each opportunity, the employees of 
the company talk their line of feeds to 
farmers who come in for purchases of all 
kinds. One of the assistants at the office 
remarked that he believes personal con- 
tact with customers is the one best way 
to sell feeds. As a rule, these contacts are 
made in the office, but when things are 
a bit “slack” the feed selling program is 
carried to the homes of farmers. 

Announces Carload Shipments 

When a carload of feeds comes in, this 
is written up in an interesting way and 
made the subject of an advertisement, or 
part of an advertisement. It seems that 
the “carload” idea appeals to farmers in 
that locality. They have come to the 
conclusion that the dealer who buys feeds 
in carload lots gets a favorable price and 
the livestock feeder can and does benefit 
accordingly. 

A large amount of grains and rough 
feeds are grown by farmers in Mr. Hick- 
man’s territory. It is during the winter 
months that the demand for mill feeds, 
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supplements and “finishers” is the heavi- 
est. It is also during the winter months 
that building materials orders are lightest. 
This enables the dealer at Altoona to get 
behind feed sales and do some profitable 
selling. 

Window and counter display material 
furnished by the feed manufacturer is 


Denniston & Partridge Co. warehouse. 


used. Counter cut-outs, wall hangers and 
other display advertising featuring a well 
known line of feeds, tell their message 
effectively. On the windows are transfers 
advertising the feed. A sign across the 
driveway calls attention to feeds and is 
so prominent that the traditional blind 
man could “read it with his cane”. In 
letters four feet high, on the side of the 
building, is another sign advertising feeds. 

The buildings of the Denniston & 
Partridge Co. are of the modern type. 
All are well painted. Being adjacent to 
railway trackage, the handling of carload 
shipments of feed is simplified. 

The Denniston & Partridge Co. has 
made a signal success in the building 
materials business in this little country 
town. Aggressive merchandising ideas 
have had an important part in building 
business there. And these same ideas were 
put into force to make a success of the 


BUFFALO CORN EXCHANGE 

George B. Wood, Wood Grain Corp., 
was reelected president of the Corn Ex- 
change, Buffalo, at a meeting of the board 
of directors held April 16. E. E. Mc- 
Connell was again chosen vice president. 
Other officers elected were Dan A. 
Southwell, Southwell Grain Corp., treas- 
urer, and Fred E. Pond, secretary and 
assistant treasurer. New directors chosen 
for a three year term included George E. 
Todd, Maritime Milling Co.; F. A. Mc- 
Lellan, Cooperative GLF Mills, Inc., and 
G. S. Kennedy, Washburn Crosby Co. 
Anger Armstrong, Checkerboard Elevator 
Co., was elected for a two year term. 
e LAVALLE ROLLER MILL, LaValle, 
Wis., was destroyed by fire May 2 with 
a loss estimated at $25,000. Included in 
the loss was approximately $1,000 in 
cash and checks. The mill was operated 
by Victor and Claude Dudleston. 


feed business when that line was added a 
few years ago. 

Everything is made handy for the 
farmer to buy feed at this store. One 
thing noticeable in particular is that the 
block salt is displayed just inside the 
driveway door. It can be seen by all 
farmers who call as well as those who 
drive by on the highway. In less time 
than it takes to tell it, a few blocks of 
salt can be loaded in the farmer’s wagon, 
truck or car when he calls. And this dis- 
play at the door, near the platform scales 
is a constant reminder that the store is 
also equipped to furnish feeds, minerals 
and other items needed by the farmer. 

In addition to newspaper advertising, 
calls on customers and good displays in 
the store, there is another important 
angle to the business. A large mailing list 
of customers and prospective customers 
is maintained. Frequent letters, bulletins, 
booklets and other direct-mail material is 
sent out. 

Active in Community 

In addition to doing an aggressive sell- 
ing and management job, Mr. Hickman 
finds time to take an active part in the 
affairs of the community. He is a booster 
for Altoona. Such activities naturally 
help increase his acquaintanceship and 
give him more opportunities to meet 
prospective feed customers. 

There is a lot of talk these days about 
the future of small towns. Some so-called 
authorities insist that the small town is 
going backward. Others are equally in- 
sistant that small towns can and will hold 
their own. There is no doubt about the 
future of a town which has in it aggres- 
sive, merchandising-minded men like 
S. M. Hickman, the go-getting feed 
dealer in Altoona. 


e THOMAS P. GAINES, T. P. Gaines 
& Son, Inc., Sherburne, N. Y., returned 
recently from Florida and is sporting a 
good coat of tan. 


e CHARLES HAYES, Hayes & Bell 
Co., Windsor, N. Y., has sold out his 
interest in the business which is now be- 
ing operated as the Young & Bell Co. 


e CHARLES ELDRED, president, Chas. 
H. Eldred & Son Co., Bainbridge, N. Y.. 
has returned f-om a winter vacation in 
Florida with his granddaughter. 


e GRIGGS & BALL CO., East Aurora, 
N. Y., has installed a new cold molasses 
blender. 

e W. H. BLOXHAM, feed dealer of 
Sidney, N. Y., has returned from the 
Binghamton hospital, Binghamton, N. Y., 
and is much improved in health. 
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PROFIT 


Order a supply of 
Gold Medal 


Turkey Feeds You Wie a 


MEDAL 


Dept. I Minneapolis, Minn. 

Please send me FREE your latest folders and 
bulletins on profitable turkey feeding. 


Ads like this mean 
increased business 
on turkey feeds for 


WASHBURN CROSBY COMPARY 
of General Mills, Inc. too, can get in on 


Minneapolis Kansas City this profitable mar- 
‘Farm-tested is a registered trade mark of General Mills, Inc. ket. Write for full 


Meo details. 


oLtpM EDAL Turkey Feeps” 


why not now? 


Let us tell you how Gold Medal’s year-round program of sales and advertising 
helps build business and increases sales on all Gold Medal Feeds. Drop us a 
card today for complete information. There’s no obligation, of course. 
Minneapolis WASHBURN CROSBY COMPANY Kansas City 
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Moser Turns Runts Into Good Hogs 
On Lot Back of Mill 


@ Feeding Demonstrations Attract Customers 


store at Westville, Ind., in a build- 

ing that used to be a vinegar factory. 
When he came there seven years ago he 
was a stranger to everybody but now he 
knows every farmer over a wide radius 
of territory. In a lot back of the feed 
mill are the pigs that as runts come in 
from the farms to become robust fellows 
from eating the ration that Mr. Moser is 
declaring all the farmers ought to buy. 
It was this feeding of the runts that gave 
him the start by attracting the attention 
of the farmers. 

Mr. Moser was employed in contract 
work before he became a feed dealer. He 
relates that at one time when a job was 
being done by his contractor employer 
at DeMotte, Ind., he would hear at 
night a strange humming. “What is that?” 
he asked the natives. 

Mill Was Sweet Music 

“That is the feed mill over on the edge 
of the town,” they said. “The mill man 
gets so much to do he’s got to work 
day and night.” 

That aroused Mr. Moser to the belief 
that he would like to run a feed mill 
himself. 

He investigated and found the feed 
mill and the mill man and became de- 
termined to have a feed mill of his own. 
He found the location at Westville where 
no feed mill had been and the building in 
which an orchardist in years before had 
made vinegar from his cull apples. 

Now Mr. Moser is one of the busiest 
feed mill men in northern Indiana even 
if one wouldn’t guess that from looking 
at the outside of the building that is 50 
feet long and 22 feet wide. But upon 
entering one gets the truth of the matter 
for there is a full basement. 

In this Mr. Moser has his hammer 
mill, sheller, and the power plant which 
is a gasoline motor. This motor was in- 
stalled in the beginning because rates for 
electricity were considered high at West- 
ville. On the main floor is the corn crack- 
er, sacker, and other equipment, while the 
floor is piled over with the commercial 
feeds and concentrates that Mr. Moser 
sells as he grinds to make up the formulas 
that the farmers like from their home 
grown grains. 

Pigs Help Sell Feed 

Because there are so many windows in 
this old vinegar factory Mr. Moser has 
plenty of daylight. Every corner is 
bright and cheerful. At night, and espe- 
cially in the winter, there is light also, for 
Mr. Moser turns on the electric lights 
to keep up with the business. Many a 
farmer doesn’t mind bringing in a load 
after his chores are done. But back to the 
pigs in the. back lot. 

“They have been the best advertising 


= MOSER runs a feed mill and 


THE FEED BAG — May, 1937 


medium I have ever used,” said Mr. 
Moser. “In the beginning I knew no 
one here and it was up to me to start 
something. I would take runt pigs in 
trade for feed and then feed the pigs on 
the concentrate I was offering. They 
would begin to grow and calling attention 
to them caused talk among the men I 
wanted for customers. 

“Before long I had the trade coming. 


Chris Moser at work in mill. 


The customer would call for the same 
kind of feed that turned runts into good 
hogs. Now it is no longer necessary to 
feed pigs out there because the lesson 
of right feeding has been taught. But 
some of the customers are still bound to 
trade pigs for feed and so I have to use 
some of them. I often have to turn down 
trades because there wouldn’t be room 
for so many pigs. So I hold down the 
feeding out there.” 
Farm Flocks Offer Proof 

As Mr. Moser used runt pigs for 
demonstration purposes, so he has gone 
out on the farms and induced farmers to 
feed comparative lots of pigs and poultry 
with his feeds. The results of the farm 
tests are written down and _ signed by 
those who carried them on. Then the 
letters are posted in the mill to be read 
by the customers coming in. Photographs 
are taken and compared. One tarmer 
divided his lot of young chickens into 
two pens and while one pen got the 
Moser brand the other was given a home 
mixture. At the end of eight weeks the 
chickens fed Moser feeds were much 
larger than the others. Pictures were 
taken and posted in the mill along with 
the other exhibits. 

Because farmers in the Westvi'le ter- 
ritory raise much of their own grains Mr. 
Moser enjoys a good formula business. 


He pours concentrate into the regular 
grain mixtures, much of it the same as 
_ which turned runt pigs into profitable 
ogs. 

Driving along the north side of the 
old vinegar factory, a farmer scoops his 
grain into any one of three openings. 
Two are for the big hopper for the ham- 
mer mill and the other is for the corn 
sheller. The grain is passed down into the 
mill or sheller by gravity and is brought 
up ground again in the regular way for 
sacking on the main floor. From either 
one of two doors, depending upon which 
is the more convenient, the feeds are put 
into wagons or trucks. The hopper for 
the mill is one of about 100 bushels cap- 
acity for small grain or shelled corn. 
Prices charged for grinding start at eight 
cents, and range upward according to the 
fineness required by the customer. 

While most of the farmers in the 
Westville district haul their own feeds, 
a delivery system is maintained to be 
used when necessary. If a farmer is too 
busy in the field to take time off for 
going to the mill, Mr. Moser will send out 
his own truck to pick the job up for 
grinding and delivery again. Only a nom- 
inal charge is made for the trip. This is 
a service that customers appreciate and 
they show their appreciation by their 
continuous good will and patronage. 

Mr. Moser believes that there are 
many places about the country where feed 
mills could be profitably operated and 
where none are located today. In look- 
ing for his own location he chose West- 
ville because it looked to be more ad- 
vantageous than the rest. 

“The mill owner,” he says, “needs to 
render good service and to merchandise 
quality goods to win patronage. He has 
the opportunity to go out and sell more 
by demonstrating with the livestock how 
valuable regular commercial concentrates 
are for making the correct balance that 
increases grain feeding efficiency.” 


e GODFREY DAVIDSON has opened 
a new feed store in the Clark Produce 
station, Akron, Ia. 

e KERR MILLING CO., Sioux City, 
Ia., has been formed with $100,000 capi- 
tal to operate the former Martens & 
Ketels Milling Co. plant which is now 
being overhauled and modernized. C. R. 
Kerr is president of the company and as- 
sociated with him are J. W. Kindig and 
C. E. McDonald. 


e ARCHER - DANIELS - MIDLAND 
Co., Minneapolis, has expanded its grain 
operations to the Pacific coast and has 
appointed Henry W. Collins as its man- 
ager at Portland, Ore., 
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Feed Manufacturers Vote Support 
Of National Feed Week 


by The Feed Bag, which is to be 

celebrated for the first time in the 
history of the industry, October 11 
through October 16, gained added mo- 
mentum this month with the official en- 
dorsement and assurance of complete 
support of the American Feed Manufac- 
turers association. Plans for setting the 
vast machinery of publicity and promo- 
tion into action are going forward rapidly. 

In announcing the endorsement of the 
feed manufacturers, Ralph M. Field, ex- 
ecutive vice president, writes as follows: 

Letters of Acceptance 

“Your proposal that a National Feed 
Week, October 11 to 16, be observed has 
been placed before our board of directors 
by mail vote and the replies indicate that 
the board is in accord with the plans and 
therefore I am able to say to you that 
the American Feed Manufacturers as- 
sociation gives its endorsement to the 
proposition. 

“In addition to the endorsement the 
board has asked me to extend to you our 
congratulations in originating this propo- 
sition and evidencing your willingness to 
carry the ball and head up the publicity 
in putting it across. There is no doubt 
that by a good line of publicity through 
all available channels that all who are 
connected with the feed industry from 
the manufacturer to the consumer and 
perhaps many others besides will be ren- 
dered for at least one week feed con- 
scious and the general result will be a 
stimulation and betterment of the indus- 
try as a whole through all its branches. 

“As this proposal grows and the plans 
assume more definite shape, new ideas 
will develop and I am sure that the en- 
thusiastic support which I think you are 
already receiving from different organiza- 
tions will aid materially in enabling you 
to make this special publicity week a 
thorough and unqualified success, and in 
this work you have our sincerest best 
wishes.” 

Northwest Dealers Say O. K. 

Coincident with the endorsement of 
the American Feed Manufacturers as- 
sociation, the Northwest Retail Feed 
association put its stamp of approval on 
National Feed Week. 

“The directors of the Northwest Re- 
tail Feed association,” writes W. D. 
Fleming, secretary, Minneapolis, in mak- 
ing the official announcement, “met on 
April 18 and I presented for their atten- 
tion your request for endorsement of 
National Feed Week. I am glad to tell 
you that they have ‘okayed’ the plan and 
are anxious to know what happens next.” 

First to endorse the big celebration 
was the Eastern Federation of Feed Mer- 
chants which agreed to back the plan at 


N te the F Feed Week, sponsored 
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its annual convention held in Syracuse 
last February. Other feed trade organiza- 
tions are expected to lend their support 
as soon as they are able to obtain ap- 
proval of their respective boards of direc- 
tors. 

Featured at Conventions 

Many of the associations are making 
National Feed Week a feature of their 
conventions. At Milwaukee, Wis., June 
7 and 8, the Central Retail Feed associa- 
tion will be given a detailed account of 
the plan and is expected to take official 
action before the convention adjourns. 

The Indiana Grain Dealers association 
which also meets June 7 and 8 at Lake 
Wawasee, Ind., intends to schedule the 
subject for discussion on its program. 

At Hot Springs, Va., June 10 and 11, 
a speaker will outline the complete pro- 
gram for the American Feed Manufac- 
turers association and will suggest means 
of cooperating to help make the event a 
success. 

David K. Steenbergh, managing editor 
of The Feed Bag, has been requested 
to speak on National Feed Week at the 
annual convention of the Ohio Grain, Mill 
& Feed Dealers association at Cedar 
Point, Sandusky, Ohio, June 21 and 22, 
and has accepted the invitation. 

Feed Conscious Is Theme 

The Feed Bag staff is utilizing every 
available minute to round out its cam- 
paign of publicity, advertising and general 
promotion. The chief theme running 
through the entire program will be to 
make farmers and feeders fully conscious 
of the importance of the feed industry in 


@ Northwest Association Also Endorses Plan 


their daily lives. Special articles will 
point out the vast scientific resources 
that are utilized to furnish the proper 
feeds for all types of livestock and poul- 
try, and the care that is exercised to 
protect the feeder will be fully empha- 
sized. 

Several posters which have been sub- 
mitted by artists are now under consider- 
ation and after due deliberation the one 
which, in the opinion of a majority of 
persons, is the most effective will be 
chosen. The design on the posters will be 
carried out in stickers and advertising 
material to be suggested for retail dealers 
who wish to take advantage of the inter- 
est created by holding special sales during 
the week. 

Special Service Department 

The Feed Bag, previous to and during 
National Feed Week, will maintain a 
special service department upon which all 
members of the industry may draw for 
publicity releases for local papers, adver- 
tising mats, radio talks and other infor- 
mation. 

Daily newspapers, farm and trade mag- 
azines and other publications have mani- 
fested keen interest in the movement and 
their cooperation in disseminating in- 
formation on National Feed Week in all 
parts of the United States is practically 
assured. 

Meanwhile, feed dealers, manufacturers 
and jobbers are urged to submit any ideas 
they may have for promoting the success 
of the movement to National Feed Week 
Headquarters, The Feed Bag, 741 N. 
Milwaukee street, Milwaukee. 


The Right Kind of “Specialist” 


By EMIL J. BLACKY 


Though proudly does the rooster crow, 

Of certain things he does not know. 

To him all Vitamins are Greek, 

Although they make him strong and 
sleek. 

He struts and scratches day by day 

But not once his flock does say— 

“Now, girls, your diet needs a change, 

You can’t get form on open range. 

You'd better tell old Farmer Brown 

The reason you have let him down 

Is just because you really need 

A good supply of balanced feed.” 

But being such a willing bird 

The hen will never say a word. 

Beneath her silky, feathered sheen 

She really is a great machine, 

Converting raw materials crude 

Into our vital human food. 


it’s up to you who's selling feed 

To really be her friend in need— 

A docter in the strictest sense 

Of feeds and feeding elements. 
Remember, she will pay you well 
And treat her owner doggone swell. 

In your prescription she will trust 
She'll try her best to lay or bust. 
So hail the gentle willing hen 

Who puts her faith in feed and men! 
And if you really choose to be 

A dealer of prosperity, 

You'll tack your shingle on the door 
And really practice feeding lore. 

Your title—it will simply be, 

“A Chicken Specialist, M.D.” 

© JONES FEED MILL WAREHOUSE. 
Homer, N. Y., was destroyed by fire 
April 15 with a loss estimated at $7,000. 
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“YOU WOULDN'T BE SO SKINNY 
AND SICK If YOU HAD 


KRACO DRIED 
CHEESE WHEY 


IN YOUR FEEDS!” 


Deied Cheese 


Growth, Health, Hatchability 


@ Of course you know what Whey is 
—but do you know that Whey (espe- 
cially Kraco Dried Cheese Whey) con- 
tains in abundance those feed elements 
that are most essential for growth and 
flock health—as well as Hatchability? 

It’s only in recent years that scien- 
tists at important universities (Cornell, 
Ohio State and others) made this amaz- 
ing discovery about Whey. 

Here’s what they found: 

(1) Dried Whey is the economical 
source of Vitamin G (Lactoflavin) so 
essential for proper growth, hatch- 


_KRACO 


DRIED CHEESE WHEY 


70% LACTOSE 
ABUNDANT LACTOFLAVIN 
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ability and flock health (anti-pellagra 
and anti-paralysis). 

(2) Dried Whey is the best source of 
Lactose (milk sugar) the element that 
maintains intestinal health, and prevents 
harmful parasites (coccidiosis control). 

Kraco, the superior Dried Cheese 
Whey made by Kraft, contains 70% 
Lactose—and an abundance of Vita- 
min G (Lactoflavin). This combination 
cannot be obtained so economically in 
any other supplement. 

For more profits, be sure there is 

enough Kraco Dried Cheese Whey in 
your Starting, Growing, Laying mashes. 


Insist upon 
KRACO 
for these 
2 reasons: 


1 Higher Hatchability, 
Greater Growth—because 
of Kraco’s abundance of 
Vitamin G (Lactoflavin). 
There is no substitute for 
this milk ingredient in 
poultry mashes. 


2 High Lactose Content 
promotes intestinal health, 


keeps out parasites (cocci- 
diosis control), 

In addition, the filtrate 
factor contained in Kraco 
insures freedom from chick 
pellagra. 


Name 


MAIL THIS COUPON FOR LATEST DATA 
Kraft-Phenix Cheese Corporation, Dept. ! B5, 400 Rush Street, Chicago 
I would like to receive the latest data on Dried Whey. 


Address 


City 
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ALREADY an 


100 LBS. NET WGT. 


Old Process 
SOYBEAN OIL MEAL 


SON 
inc. 


SPENCER KELLOGG 


CHICAGO, ILL. 


EAGLE 


CORN DISTILLERS 
DRIED GRAINS 


GUARANTEED ANALYSIS 


Protein (minimum) .. 28.00%, 
Fat (minimum) 8.00% 
Fiber (maximum) 42.00% 


‘ La Budde Feed & Grain Co. ; 
MILWAUKEE, WIS. 


Most Complete Jobber Setup in the World! 


ALL-AMERICAN LINE 4 


CRUDE FIBRE (wor oven) 2 
(CRACKLINGS) 


100 LBS. NET 


GLUTEN FEED 


GUARANTEED ANALYSIS 


MANUFACTURED BY 
AMERICAN MAIZE PRODUCTS CO. 
OFFICES NEW YORK 

U.S.A. 


GRADE A 


16% MOLASSES 


DAIRY FEED 


LaBudde Feed & Grain Co. 
MILWAUKEE. WIS. 


THE FEED BAG — May, 1937 


4 
= 
| KAM OF Co 
41% PROTEIN | PILOT cp.) 
OYSTER SHELL | 
= 
100 
| | 
PEARL TO 
Manna 
FERTILIZERS WATCH 
RESULTS 
ASUPERIOR CALF RATION 
(+) 


NATIONALLY KNOWN PRODUCTS 


DRIED WHEY 


‘pe again we have been 
chosen distributors for 
NOPCO and KRACO in the 


state of Wisconsin. 


Two thoroughly reliable 
products, ever gaining in 
friends and strength-KRACO 
and NOPCO are vital factors 
infeed formulas, producing for 
you better rations on a more 
economical basis. 


We Give You 
KRACO and NOPCO 


XX AND COD LIVER OIL 


Needless to say, we are proud 
of the recognition in again 
being chosen as distributors of 
these two outstanding products 
—proud of the ability to serve 
you as areliable and convenient 
source of supply. 


Complete stocks of NOPCO 
and KRACO are now on hand 
at Milwaukee for shipment the 
same day your order is received. 


BUDDE FEED GRAIN CO. 


Grain & Stock Exchange 


Milwaukee, Wisconsin 
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IT TOOK A YE 
KID TO SET ME STRAIGHT 


HEY, DAD, THIS ARTICLE 

SAYS THAT ADEQUATE 

VITAMIN DIS NECESSARY 

FOR HIGH HATCHABILITY. 
LET'S TRY IT. 


FORGET IT, SON. 
WE'RE USING ENOUGH 


NOW-GOOD OIL, 


HERES WHAT HAPPENED 


AR OLD 


BUT THE PENN STATE 
COLLEGE OUGHT TO KNOW, 
DAD, THEY TESTED 6,000 
BIRDS FOR 4 YEARS. 
LOOK AT THOSE FACTS. 


WELL-+-60 AHEAD 

AND TRY IT, BOB. 

WE'LL SEE WHAT 
HAPPENS 


SWELL,DAD! AND LET'S 
CHANGE TO NOPCO XX, 
TOO. WE KNOW THATS 
ALWAYS THE SAME AND 
JIM SMITH SAYS 
STRAIGHT OILS VARY A LOT. 


ALL RIGHT, ALL RIGHT 
THE 
DOCTOR! 


\ 


TOLD HIM ABOUT HIS BIG HATCHES 
WITH PROFIT-PRODUCTION LEVELS 


F NOPCO XX 
BOY, THIS 1S BUSINESS! 


WITH NOPCOXX / 


ANOTHER NEW CUSTOMER, DAD, JIM SMITH 


THINK YOU'RE SMART, EH? 
WELL. YOU WERE. RIGHT. 
WE'RE MAKING. REAL MONEY 


or a full 10g j 


rickets-preven 


ness, more rofi 
content 


NATIONAL OIL p 
SSEX 


Each Pound of 
1,362,000 


YOU 


hens Mashes 
T pound, 

when they 
354 units 
What better proof do 


your mashes at “ | need 
tion levels? Production” 


you th i 

ge Tests? 
RODUCTS 

3896 

NOPCO xx Contains 

U.S.P. Units of Vitamin A. 


*This would be 708 ° 
units 
if fed 50°50 with 


MISS THES 


WHEN the Pennsylvania State Co 


Per pound, 
: ‘on’ levels, not 
sam 


28 e 
Vien 


and 


NOW CONTAINS 
333% MORE 
VITAMINS A and p 
AT NO INCREASE IN PRICE 


Scratch grains, 
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Card System Enables Feed Dealer 
To Follow Up on Sales 


e Tells Him When Customers Are Ready to Buy 


HE use of a simple card system, 

which takes only about five minutes 

a day to keep up to date has ma- 
terially increased the volume of sales of a 
Michigan feed dealer whose modesty 
makes him insist upon keeping his name 
a secret. 

“IT got the idea,” he admits, “from my 
insurance agent, and I understand from 
him that it is a universal custom among 
insurance salesmen. And insurance is an 
intangible commodity that is a lot harder 
to sell than feedstuffs, so any system that 
sells insurance has got to be good. 

Follow Up Sold Me 

“Last July I told him that I might be 
in the market for a policy after the first 
of the year. And on January 3 he called 
on me. It was necessary to postpone him. 
But again and again he called right at the 
time I had told him he might find me in 
the market. Well, I finally ran out of 
excuses and took out the policy. 

“*VYou must have an awful lot of pros- 
pects and customers,’ I remarked. ‘How 
do you keep track of them so that you 
can always remember just when the right 
time for a call occurs?’ And he showed 
me how he kept a card for each customer 
with a brief notation of when to call 
back. He told me how he checked these 
cards twice a week and picked out those 
who were scheduled for a call-back. 

“T decided to give the system a whirl 
in applying it to my own business, and 
here is how it works out: 

How System Works 

“There is a card for each customer who 
buys from me and on this card I make a 
notation of each follow-up which I think 
is a worth-while lead. For instance, Mr. 
Scholl bought five bags of mash. I knew 
the size of his flock and figured it should 
last him about six weeks, so I made a 
notation to call him in five. At the ap- 
pointed time I phoned him and asked how 
his hens were doing on the feed and he 
was enthusiastic about it. I asked if I 
should have our truck drop off another 
five bags within the next few days when 
it was out his way, mentioning that his 
supply must be low by now. 

“The upshot of it was that I not only 
got the order for the mash but for a few 
other things to be delivered with it. 

Helps to Hold Business 

“Now, Scholl lives nearer to the next 
town than to ours and up to now has 
done over half of his buying there. If I 
hadn’t made that notation and the tele- 
phone call at the right time, he’d have 
bought feed all right but probably not 
from me. However, when he sees that I’m 
keeping track of his needs. I expect to 
get at least the better part of all of his 
business. 

“Especially if you’re bucking stiff com- 
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petition, you'll find it invaluable to know 
just when is the right time to suggest to 
a customer that he must be out of a cer- 
tain item. 

“And it works on bigger game, too. In 


Flour 


Illustration of customer card file 


the last month I’ve made two good-sized 
sales by knowing, from my cards, just 
when to follow up on leads that I got 
some time ago. 

“The first ten or 15 minutes after 
opening up in the morning is more than 
ample to look over my cards of which I 
now have over a hundred. I make nota- 
tions on them of anything on my records 
of the previous day that should lead to a 


Truck Law Supported 
By lowa Dealers 


Support of a law regulating itinerant 
truckers which is now before the lowa 
legislature was unanimously voted at the 
37th annual convention of the Western 
Grain & Feed Dealers association which 
was held at Cedar Rapids, Ia., April 13 
and 14. 

W. C. Berger, Des Moines Oat Prod- 
ucts Co., Des Moines, Ia., representing 
the Iowa Feed Dealers Finance Corp., 
explained the methods employed by the 
organization to relieve feed dealers of 
their credit burdens. 

The possibilities of a new NRA were 
discussed by Ralph M. Field, Chicago, 
executive vice president of the American 
Feed Manufacturers association. He em- 
phasized the need of organized effort 
among dealers to combat the dominating 
forces of government and urged all to 
join their local association. 

Other speakers were S. W. Wilder, 
Cedar Rapids, Ia., president of the Grain 
& Feed Dealers National association, and 
Ray B. Bowden, St. Louis, Mo., vice 
president and executive secretary; H. G. 
Mighell, Lake City, Ia.; W. E. Flumer- 
felt, Waterloo, Ia.; R. O. Cromwell, 
Chicago, Ill., and George Schaaf, Des 
Moines, Ia. 

Ronald C. Booth, 


secretary, Piper 


future sale. 

“Yesterday Mr. Bonner bought 200 
pounds of cottonseed meal. I know about 
how long that should last him and I make 
a notation to check on it. I know just 
when to call him, or to suggest cottonseed 
meal if he’s in my store, and in all prob- 
ability I and not the dealer in the next 
town will make the sale. 

Customers Like System 

“Mr. Bonner also mentioned that he 
hopes to get some metal nests and troughs 
for his chickens this fall when he’s begun 
to realize on his summer sales of produce 
—so I have a notation of that and next 
fall I'll remind him. 

“My system has been working only a 
few months up to now, so I can’t claim a 
definite percentage of increase through 
it, but I know I have made dozens of 
sales that I might have missed otherwise. 
My guess, off-hand, is that it will increase 
my sales at least 25 per cent, and will 
make steady customers of quite a few 
farmers who have been doing only part 
of their buying from me up to now. 

“And my experience thus far has been 
that the customers like it. They appreci- 
ate when a dealer shows an intelligent 
interest not only in what they need but 
in when they need it.” 


Feeds to Be Featured 
At Indiana Meeting 


General subjects on feeds will be em- 
phasized at the mid-summer meeting of 
the Indiana Grain Dealers association 
which is to be held at the Sargent hotel, 
Lake Wawasee, Ind., June 7 and 8. 

Claude C. Barnes, Winchester, Ind., 
president of the association, and Fred K. 
Sale, Indianapolis, secretary, are busy 
planning the program and announce that 
several nationally known speakers will be 
featured and subjects of vital interest to 
the trade will be discussed. 

Tentative plans call for business ses- 
sions Monday and Tuesday mornings 
with Monday afternoon being devoted 
entirely to golf, a soft ball game between 
the receivers and shippers and boating, 
swimming and other sports events. Spe- 
cial entertainment will be provided for 
the ladies and children. 

Lake Wawasee has many recreation 
facilities and since the convention starts 
on Monday many of the dealers are ex- 
pected to plan a vacation trip, spending 
the week end there. 


Grain & Milling Co., Cedar Rapids, was 
chosen president of the association; 
W. C. Walker, Ogden, was named vice 
president, and D. C. Milligan, Des 
Moines, was reelected secretary. 
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ULTRA- Scores Again! 
pictures te By LANMABRECHT FARMS. 


Who Feed Exclusively 


ULTRA-LIFED POULTRY FEEDS 


LAMBRECHT-MUELLER Hatchery Purchases ULTRA-LIFE in Carload Lots 
They are Distributors of ULTRA-LIFE in Central and Southern Wisconsin 


@ | One of the largest poultry farms in America, feeding over 
F ° ow ¢t h e Le a d ers: 60,000 layers and 45,000 broilers, has proved the OUT- 


CHANGE TO ULT R A il LIFE STANDING VALUE OF ULTRA-LIFE, the Original 


6-Vitamin Concentrate. 


The Outstanding Vitamin Concentrate that eee 
Produces Extraordinary Results 


ULTRA-LIFE will produce extraordinary feeding results, 
Change quickly, so that you can get in on Bigger 
Feed Sales—and better satisfaction to your cus- under all ordinary feeding conditions, without the addition 
tomers. We give exclusive manufacturing rights. of cod liver oil, buttermilk, or any other Vitamin con- 
Write quick, for details. centrate. 


ULTRA-LIFE LABORATORIES, Inc., 145 South 35th St., East St. Louis, Il. 
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Follow Jim Brown to Get Most Good 


Out of Your Convention 
@ Even Your Wife Will Be Pleased If You Do 


T IS convention time in the feed in- 

dustry. You will soon toss a couple of 

clean shirts and your shaving kit into 
your bag and turn your back on the old 
home town for several days to mingle 
with fellow feed men in one of the many 
places that annual get-together’s are be- 
ing held. 

Possib:y your wife will accompany 
you, and she should, or maybe you will 
bribe her with a new hat to permit you 
to make the trip alone. But whether you 
are travelling solo or double there are 
many valuable things awaiting you in the 
convention town. 

Business and Fun Too 
You will want to have fun, of course, 


but primarily you will want to consider , 


the money you spend and the time lost 
from your business as a good investment. 
Whether you charge this expense to 
mere entertainment or enter it on your 
books under the heading “learning how 
to be a more successful business man” 
will depend largely on yourself. 

Every feed trade association has 
spent months getting together a program 
for you which they honestly believe an- 
swers your present problems and which 
will put extra dollars into your pocket. 
This is part of what you pay for in your 
membership dues and you are justly en- 
titled to it. 

Following Jim Brown 

Let’s imagine we are Jim Brown who 
attended his convention and got the 
most possible out of it. Jim, a few days 
before his departure for the big town, 
has a session with a responsible employee 
of his firm and tells him that he is going 
to let him run his business for three days. 
He turns over to this person all matters 
needing prompt attention and gives him 
full authority over other employees. 

Jim then gets on the phone and calls 
his competitor and asks if he is going to 
the convention. If the reply is in the neg- 
ative, he attempts to persuade him to 
drive along. Under those circumstances 
the competitor probably agrees. 

On the day of their departure they 
start the trip talking about everything in 
general except the feed business. Grad- 
ually the conversation switches to mutual 
customers, prices and other problems 
they have in common. Before they have 
finished their drive many difficulties have 
been ironed out which mean money in 
the pockets of both. 

Jim Meets Friends 

When they arrive at the hotel they 
check into different rooms and agree to 
let each go his own way until it is time 
to return home. Jim Brown, after getting 
himself settled, returns to the lobby of 
the hotel where he meets several of his 
old friends. There’s a cheerful round of 
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By EMIL J. BLACKY 


handshaking—greetings of “how’s busi- 
ness in your neck of the woods?” The 
convention program says the meeting will 
start promptly at 10 o’clock and it is now 
9:30—time to go to the convention desk 
and register. More old friends are met 
and there is more handshaking. 


Jim Brown hears the call for all to 
gather in the meeting room. He reacts to 


it promptly and does not wait to be car- 
ried in bodily. Being one of the first to 
enter the room he is able to choose a seat 
near the speaker’ table that will enable 
him to hear every word that is said. He 
then shakes hands with the men sitting 
next to him and introduces himself. 

The meeting starts and Jim chuckles 
at the witty remarks of the welcoming 
host. gives him a big hand and then set- 
tles back in his chair to await the real 
ammunition. One of the main speakers is 
introduced and starts swinging into his 
talk. Jim has a notebook handy and takes 
down everything which he feels he ought 
to remember and which he thinks is too 
good to evade his memory. The morning 
moves on and Jim’s notebook is getting a 
real workout. 

After the speaker has finished and 
asks if there are any questions, Jim is one 
of the first to respond. When the speaker, 
an expert in his field, answers Jim gets a 
solution for a problem that has been puz- 
zling him for years. After the meeting 
adjourns, Jim seeks out the speaker and 
has a conversation with him and obtains 
more valuable facts. 

Luncheon is announced and as Jim 
marches out of the room he spots the 
salesman from whom he buys his feeds. 
There are many things he wants to take 
up with him and what better opportunity 


than at the luncheon table. Jim ap- 
proaches the salesman and gets the glad 
hand. The feed pedlar, as Jim jokingly 
calls him, is moré than glad to join him 
at luncheon. Over the table they discuss 
Jim’s problems which would have taken 
some of Jim’s valuable time if he had 
waited until the salesman called at his 
store. When they have finished the sales- 
man brings Jim over to another table and 
introduces him to his boss. Jim thinks 
he’s a swell fellow and is glad he is giving 
his business to a firm represented by such 
fine men. 
Back to Convention 

It is time to return to the convention 
ha!l for the meeting. Jim practices his 
usual promptness and has a good seat far 
front when the gavel falls. The afternoon 
is devoted to an open forum discussion. 
When the subject is presented, one of the 
first to get to his feet is Jim Brown. He 
tells his side of the story, relates his ex- 
periences and makes what he believes to 
be fair criticisms. This starts the ball 
rolling. Other members arise and soon 
ideas which Jim could never learn from 
books are dropping thick and fast from 
the lips of experienced men. After the 
meeting has adjourned for the day, Jim 
has the satisfied feeling that he has con- 
tributed something and gained valuable 
ideas in return. 

As he is leaving the meeting room 
someone slaps him vigorous!y on the 
back. He turns to find another salesman 
from a firm with whom he does business 
extending his hand. He has something to 
talk over with this man too and they go 
downstairs for a few cocktails. More 
work that would have taken valuable time 
at the store is accomplished. 

Two hours remain before the banquet. 
Several firms are holding open house and 
music and song drifts down the corridors. 
Jim wanders from one room to the other, 
meets many old friends and is introduced 
to new ones. One of the jobbers calls him 
aside and makes him a good price on a 
car of bran. Jim tells him to go ahead 
and book. 

Retires Feeling Mellow 

The banquet and entertainment is good 
and Jim gets a big kick out of it. After 
the evening program is over he wanders 
again around the open-house rooms with 
several fellow feed men he has met at his 
table. It is 1 a.m. when Jim, feeling a 
little mellow, goes to bed. 

Next morning he is up at 8:00 feeling 
clear-eyed and clear-headed. The speaker 
on the program talks on merchandising 
and Jim doesn’t miss a thing. He already 
sees several of the ideas in actual opera- 
tion in his store and knows that they will 


be a success. The talk is over and the 
(Continued on Page Forty-eight ) 
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PELLET MILL 
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SCAPACITY maxes 


“LOW COST PELLETS 


POSSIBLE 


Nobody expects a small boy to hold 
down a man's job! It might work for 
a few weeks—but in the long run the 
lack of brawn and stamina would end 
in failure. In the early stages of de- 
veloping the California Pellet Mill it 
was decided that Pellet making was a 
man-sized job. This decision accounts 
for the success of the California Pellet 
Mill and likewise the success of Pellet 
Feeds—for the two are synonymous. 


The 24 hour per day “machine-killing" 
operation to which most California 
Pellet Mills are being subjected re- 
veals two facts: (1) that Pellet Feed 
is a new giant industry; (2) that Cali- 
fornia Pellet Mills are "no small boys." 


Some operators leave their California 
Pellet Mills running all night with no 
one but the night watchman on the 
premises! Here again are two facts— 
(1) that operation is entirely trouble- 
free; (2) that there's not a lot of 
overhead cost to pelleting! 


| 


NEW AUTOMATIC CUTTER 
Pellets any desired length can 
be produced with our new vari- 
able speed cutter. Pellet length 
can be changed while mill is op- 
erating. Fits all California Pellet 
Mills now operating. . . . . 
Ask about it. 


CALIFORNIA PELLET MILL CO. 
733 Tehama St., SAN FRANCISCO 


With Ploasuno... 


@ We are happy to have you 
with us, Central Retail Feed 
Dealers, for your annual conven- 


tion in Milwaukee, June 7 and 8. 


@ Please do not hesitate to call on 
us to assist in making your visit 


here both pleasant and profitable. 


FRANKE GRAIN CO. 


INCORPORATED 


GRAIN and FEED 
MILWAUKEE » » » » » WISCONSIN 


CENTRAL FEED DEALERS 


WE 
WELCOME 
YOU 


When you are at your annual convention in 
Milwaukee, June 7 and 8, you are invited to 
visit us in PARLOR A on the Fourth Floor of 
the Schroeder Hotel. 


@ BREWER'S DRIED GRAINS 
@ MALT SPROUTS 


@ GENERAL MILLFEEDS 
@ HAY OF ALL KINDS 


Wisconsin Distributors for 


STALEY'S CORN GLUTEN FEED 
STALEY'S SOYBEAN O!L MEAL 
NORGE PURE COD LIVER OIL 
BIG CHIEF MEAT SCRAPS 
PREMIER PEAT MOSS 


DEUTSCH & SICKERT CO. 


741 N. Milwaukee St. Milwaukee. Wis. 
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Expert Speakers to Address 


Central Convention 


(Continued from Page Nine) 
H. W. Kasserow, Chas. A. Krause Milling 
Co.; A. L. Flanagan, Fraser-Smith Co., 
Ltd.; G. W. Kruse, P. C. Kamm Co. 
“The Early Bird Catches the Worm” 
is the subject to be presented by Tom G. 


GEORGE A. SCHAAF 


Dyer, sales manager, Sargent & Co., Des 
Moines, Ia., who believes in practicing 
what he preaches and consequently ap- 
pears as the opening speaker Tuesday 
morning. Mr. Dyer will talk only literally 
of worms, for what he really means is 
sales. He will tell dealers some real selling 
facts that should enable them to go back 
home and handle those tough customers. 

Another speaker from Iowa, one of the 
outstanding retail feed dealers in the 
country, will follow with a talk entitled, 
“Solving the Credit Problem”. He is 
George Schaaf, Schaaf’s feed store, Des 
Moines, secretary and treasurer of the 
Independent Feed Dealer’s of Iowa and 


e A. E. WOODRUFF, senior member of 
the firm of A. E. Woodruff & Son, Wysox, 
Pa., is in a critical condition as a result of 
injuries sustained when he was kicked 
by a horse. 


a 


e K. W. HARTMANN, Napthole, Inc. 
Boonton, N. J., was a visitor at Milwau- 
kee recently in the interest of Vitand 
cod liver oil which the firm produces. 
MOLASSES SILAGE 

“How to Make Hay in the Rain,” an 
interesting booklet explaining the value 
of molasses when added to chopped fod- 
der, has been issued by the Molasses 
Silage Educational Committee, Rochester, 
N. Y. Copies may be obtained at 10 cents 
each or free in large lots with imprint for 
general distribution. 
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originator of the idea now in operation to 
finance feed dealers who extend credit to 
farmers. He will tell all about this plan 
and how it is working in his state. 

At a business meeting to follow, three 
new directors will be elected. 


R. G. LEAVITT 


The real pay-off for dealers who did 
not win cash prizes on the previous day 
will come as a grand finale to the con- 
vention sessions. Five $10.00 bills are to 
be presented, but only regular members 
of the association in attendance at the 


time the awards are made will be eligible 
to win. 


The Blatz Brewing Co., through its 
secretary A. L. Klein, has insisted that 
the feed dealers cannot leave town with- 
out enjoying a bit of Milwaukee gemuet- 
lichkeit. As in former years all are in- 
vited to the brewery for a buffet luncheon 
and plenty of the amber that has made 
Milwaukee famous. 


Poultry Healer Saves 
Faith of Child 


The feed dealer or poultry service man 
is called upon to do many things for his 
customers even to the extent of prevent- 
ing a broken heart. Here is a story which 
recently appeared in the Vineland, N. J., 
Evening Journal with “Bud” Fisher, Dr. 
Salsbury’s service station in Vineland as 
the hero: 

A greatly worried little girl entered a 
local poultry laboratory a few days ago 
carrying a baby chick. 

“My chick is awful sick,” she explained. 
“Could you please fix him up?” 

The laboratory assistant took one look 
at the bird, then suggested that the 
youngster leave it in his care and come 


back in a while. 

As soon as the grateful kiddie had de- 
parted, the first-aid man killed the chick, 
which was far beyond any hope of re- 
covery. Then he hurried out to a nearby 
feed store. 

Unfortunately, the chicks in stock were 
of a different breed from the one that 
had been executed. The laboratory man 
was only temporarily stumped, however, 
for he purchased one anyway and took it 
back to his own place. 

When the little girl returned, she was 
confronted with the new and different- 
looking chick. As she gazed at it with 
some doubt, the poultryman said: 

“Now here’s your chick, just as lively 
as ever. It looks a bit different than it did 
before because we had to spray it with 
colored stuff to make it better.” 

This ingenious explanation was ac- 
cepted at its face value and the delighted 
youngster went away home with her 
“cured” pet. 


ALBERS DIES 

George Albers, chairman of the board, 
Albers Bros. Milling Co., Seattle, Wash., 
died May 1. He founded the present firm 
with his brothers in 1895, becoming presi- 
dent and chairman of the board in 1918. 
A'bers Bros. Milling Co. was merged 
with the Carnation Co., Oconomowoc, 
Wis., in 1929. 


e VITAMIZED FEED CO. mill and 
warehouse, Fort Dodge, Ia., was de- 
stroyed recently by windstorm. 


e OSCAR ROGER who recently bought 
controlling interest in the Clintondale 
Milling Co., Clintondale, Pa., plans to add 
a feed manufacturing department. 


e W. B. FREAS & SON FEED MILL, 
Scranton, Pa., which was built more than 
100 years ago and was older than the 
city itself was destroyed by fire April 9. 


BARRETT MARRIES 
C. Neil Barrett, manager of the Chi- 
cago office for the National Oil Products 
Co., Harrison, N. J., was married April 
11 at Chicago to Miss Zella Dolan. Neil’s 
legion of friends join in extending con- 
gratulations. 


Stolen Electric Motor 
Comes Back Home 

Morris Cohen, manager, Rochester 
Fuel & Feed Co., Rochester, N. Y., 
didn’t need the aid of trained detectives 
to recover an electric motor stolen from 
his plant recently. It came back itself. 

Several days after the theft was dis- 
covered a junk man pushed a cart to 
the company’s office. When Mr. Cohen 
approached the cart he blinked in amaze- 
ment. It was the stolen motor. 

Mr. Cohen was so pleased to have it 
recovered that he paid the junk man 
$10.00 for its return, that being the 
price the junk man said he paid to a 
stranger for it. Now the junk dealer is 
aiding police to run down the thief. 


e F. R. CHITTENDEN, 


Oelwein, Ia., 
has sold his feed and coal business to 
Roy Greenough. 


a 


e PLYMOUTH PROCESSING MILLS, 
Fort Dodge, Ia., has opened a mixed 
feed department which will be operated 
in connection with its soybean processing 
plant. 


GAIN IN FERTILIZER 

Farmers last year used 6,815,000 tons 
of commercial fertilizers, according to a 
summary prepared by the National Fer- 
tilizer association. This was an increase 
of 10 per cent over the amount used in 
1935 and present indications are that con- 
sumption in 1937 is likely to rise to 
7,500,000 tons. 


Northwest Retail Feed Group 
To Meet at Minneapolis 


LANS for the 5th annual convention 

of the Northwest Retail Feed associa- 
tion which is to be held at the Hotel 
Nicollet, Minneapolis, June 2 and 3, 
were tentatively arranged at a meeting 
of the board of directors of the organ- 
ization on April 18. A record attendance 
is anticipated. 

One of the principal speakers on the 
program will be Ray B. Bowden, execu- 
tive vice president and secretary of the 
Grain & Feed Dealers National associa- 
tion, St. Louis. Mr. Bowden is expected 
to discuss the possibilities of a new NRA 


The Greatest Testimonial of Them All 


MORE THAN 


OF 
EXPERIENCE 
ch 


of every Bag 


F more than 40 years, 
good farmers have been grow- 
ing good crops with V-C 
Fertilizers. 


Year after year these splen- 
did fertilizers have given 
good results. 


Faithful adherence to the 
principle of making honest 
goods has been rewarded by 
the appreciation and confi- 
dence of thousands of the best 
farmers. 


Attractive proposition for Agents. 


VIRGINIA-CAROLINA 
CHEMICAL CORP. 


East St. Louis, Illinois 


“24 Hour Service from Plant to Agent’’ 


and other economic problems which af- 
fect the feed business. 

The provisions of the fair trade prac- 
tice act passed by the last session of the 
Minnesota legislature will be explained 
by a member of the state attorney gen- 
eral’s staff. All feed dealers are affected 
by the new law. 

Much interest has been shown in the 
plan launched by the Independent Feed 
Dealers of Iowa to finance feed sales 
made to farmers on credit by dealers 
and arrangements are under way with 
the Iowa organization to furnish a speak- 
er for the convention who will explain 
the plan. 

Methods of displaying feeds and mer- 
chandising them will also be discussed 
at the convention by retailers who have 
made a study and a success of this fea- 
ture of the business. Other important 
trade problems will also be discussed at 
an open forum session. 

The annual banquet this year will be 
in the nature of an informal dinner. Feed 
dealers will have an opportunity to de- 
vote the evening to getting better ac- 
quainted and exchanging mutual exper- 
iences. 

W. D. Flemming, secretary of the 
association, is asking for suggestions to 
make the convention program best suited 
to the needs of the dealers. A prize of 
$5.00 in cash is offered to the person 
presenting the most acceptable idea. 

The convention last year was held at 
the West hotel but has been transferred 
to the Nicollet which is under new man- 
agement and offers many facilities. Con- 
vention sessions are to be held in the 
Francis I room in the mezzanine floor. 
e LYNN WILLIAMS, Milwaukee, who 
represents the Dawe’s Vitamelk Co. in 
Wisconsin has also been given the Min- 


nesota territory for Dawe’s Vitamelk 
base. 


ILLINOIS 

Frank Corray, Corray Bros., coal and 
feed dealers, Urbana, was recently elected 
president of the Urbana Association of 
Commerce. 

Herman Hering who operates a feed 
store at Worden has taken over the 
former Peerless feed store, Staunton. 

Bert Augustine has opened a new feed 
store in the Olds building, Wyanet. 

C. J. Oxford, formerly of Chicago, has 
opened a new feed store at Wyoming. 

C. F. Rasche, Carbondale, has pur- 
chased the Ava feed store, Ava, from Ira 
Gordon. 

Herbert Redman has opened a new feed 
store at Zeigler. 

Ed Barnstable has opened a feed ware- 
house in connection with his grocery 
business at Taylorville. 

Farmers Grain, Fuel & Supply Co., 
Macomb, has begun construction on a 
new elevator. 

John Bartley, owner of the Tabor Grain 
Co., Tabor, has sold his properties to the 
Dewitt County Cooperative Grain Co. 
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Boosts Business and Helps Farmers 


By Growing Hybrid Seed Corn 


ARL MUELLER, New Glarus Feed 

and Fuel Co., New Glarus, Wis., 

greatly increases his business 
through the production and sale of 
hybrid seed corn. 

Not only does the production and dis- 
tribution of hybrid seed corn add to his 
business but because of the popularity of 
hybrid corn in Wisconsin, it makes his 
store the focal point of interest in his 
community. 

Last season Karl harvested a fair crop 
from 28 acres in spite of the drought. 
He grew commercial double hybrid seed 
corn of 105, to 120 day maturities for 
which he enjoyed a great demand and 
profitable sale. 

Three Steps Involved 

Three steps are involved in the pro- 
duction of hybrid seed corn. First inbred 
lines are established by geneticists from 
the department of agronomy and plant 
pathology of the college of agriculture of 
the University of Wisconsin. These lines 
are inbred for many years to fix such 
desirable factors as, immunity to stalk 
and ear rots, smut, resistance to lodging, 
well developed root systems, etc. 

When two desirable inbred lines are 
crossed by the university under conditions 
of controlled pollination, the product of 
this cross-breeding is known as hybrid 
corn. This is a single hybrid with but 
two parents which has far greater pro- 
ductive powers, quality, resistance to 
several diseases and storm damage than 
the cross-pollinated varieties such as 
Golden Glow and Silver King. 

Now this single hybrid with two par- 
ents is crossed with another single hy- 
brid, produced in the same way, to form 
a double hybrid. These double hybrids 
when crossed produce the commercial 
seed planted by farmers for general corn 
production. This is the third step and 
the one in which Karl is engaged. The 
university assumes the responsibility of 
carrying out the first two steps maintain- 
ing first the inbred lines and second the 
single hybrids involving them. 

Requires Hard Work 

Karl finds that a great deal of work is 
involved in growing commercial hybrid 
seed corn. First of all, the fields must be 
isolated from all other corn. He and his 
father-in-law, who is his partner in his 
corn breeding work, spend many days 
detasseling the corn at flowering time. 
This flowering period varies in length 
depending on the weather but the work 
must go on as long as the plants upon 
which the seed is to be born continue to 
tassel. 

The plants that are to bear the seed 
to be harvested for growing purposes are 
known as the “female plants”. They are 


these are planted to every row of male 
plants. These male p!ants are from the 
other double hybrid line and are left to 
tassel and thus pollinate the silk on all 
the cobs on all the female plants. Like- 
wise they pollinate themselves but the 
resulting corn could not be used as seed 
only for feed. 

During last summer’s drought Mr. 


Corn and Turkeys are Mueller’s chief hobbies 


Mueller was concerned about pollination, 
for upon this depended the complete fill- 
ing out of every kernel on every ear born 
by the female plants. During the days of 
extreme heat many of the male tassels 
burned to a crisp before it was possible 
for them to shed many grains of pollen. 
Fortunately, tasseling continued over 
several weeks time and some of the 
stalks that tasseled late missed the terri- 
fic heat and released sufficient pollen to 
do a fair job of pollination. It must be 
remembered that each silk emerging from 
the end of a cob must be fertilized by a 
grain of pollen if the cob is to be com- 
pletely filled out. 
Uses Artificial Drier 

In a small building at the home of his 
father-in-law Mr. Mueller built a bin drier, 
designed and developed by A. H. Wright, 
department of agronomy of the college of 
agriculture. By means of this drier, 
through which artificial heat is blown, he 
can dry and cure the corn in three to 
five days to thus obtain more good corn 
than is possible under the old practice of 
curing it in racks or on wires over the 


one of the double hybrids. Three rows of kitchen range or on the back porch. 
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@ Karl Mueller’s Work Hard But Profitable 


Hybrid corn is so productive that even 
the kernels from the tips and butts of 
the cobs will produce wonderful corn. 
The original inbred cobs are but five or 
six inches in length, poorly filled, crip- 
pled and misshapen but the marvelous 
potency of hybrid seed is apparent when 
ears as long as a person’s forearm de- 
velop in the farmers’ fields the next 
season. 

The farmer must always return to get 
a new supply of hybrid seed. He cannot 
plant seed that he harvests from his own 
fields after he has allowed it to become 
cross-pollinated at will. Hybrid seed corn 
producers are assured of a steady market 
for their product therefore, and, what is 
more important, a steady and ever in- 
creasing demand. 

Due to the drought of last summer a 
crop of approximately 40 per cent of that 
expected was obtained. Had production 
been normal, sufficient hybrid seed corn 
would have been available to plant about 
one-tenth of the corn acreage of Wis- 
consin. 

The first crossing stocks were released 
in 1933 when 500 bushels were grown on 
18 acres by eight growers. Three years 
later, in 1936, 144 growers planted 1,150 
acres. 

Mr. Mueller is well pleased with the re- 
sults he has attained thus far in promot- 
ing the development of hybrid seed corn 
in his territory, both from a community 
spirit and profit standpoint. He advises 
other dealers operating in sections which 
grow corn to get in touch with their 
respective experiment stations for infor- 
mation on how they may cooperate. 


® ARTHUR CROFTON, formerly with 
the Norris Grain Co., New York, has 
joined the staff of Stein, Brennan & Co., 
Chicago and New York, for whom he 
will manage the commodity department. 


e ELVER LEISTIKOW, Stratton 
Grain Co., Milwaukee, recently under- 
went an operation at a local hospital. 
He is enjoying a rapid recovery and ex- 
pects to be back on the job soon. 


e LOUIS BANDOW, JR., who oper- 
ates a feed business at Anston, Wis., has 
completed the construction of a new resi- 
dence which is located near his ware- 
house. 


e FRANK ALBRECHT is the new 
manager of the Athens Cooperative Pro- 
duce Co., Athens, Wis., formerly oper- 
ated by George Schlegel. A line of farm 
machinery has been added to the feed 
department. Mr. Schlegel now operates 
the New London Flour & Feed Co., 
New London, Wis. 
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At t Nn Your state and national conventions 


this year if never before. The need 


for a united front for every industry 


was never as great or as important. 


Get acquainted with your competi- 


tor and his problems for your good. 


Many of them handle 
ARCADY WONDER FEEDS...do you? 


ARCADY FARMS MILLING COMPANY 


223 West Jackson Boulevard » » » CHICAGO, ILLINOIS 


Welcome Back @ One of America’s 


finest hotels. .nation- 

Central Dealers famous for its 
hospitality, unusual 
service and delightful 
cuisine. 


Semana 


Thank you, Central Retail Feed Association, for again selecting the 
Schroeder for the seventh consecutive time for your annual 
convention. 


We will be waiting to greet all of you June 7 and 8 in Milwaukee 
and assure you that we will spare nothing to make your two-day 
visit most comfortable and enjoyable. 


An early response from you concerning your room reservations will 
be greatly appreciated. 


HOTEL SCHROEDER 
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REDIT is not all that must be considered in working 
C out a pricing plan. There’s the matter of delivery. A 
customer comes in and buys a load of feed or a machine 
and hauls it home in his own truck. Should he pay just as 
much as if you hauled it five miles out into the country on 
your truck? Of course not. Again, it costs you money to 
warehouse the items you sell. Suppose then, that a farmer 
should haul away a load of feed from the car thus saving you 
the cost of moving the feed into your warehouse. Shouldn’t 
that farmer be given the advantage of that saving? Of course he 
should. Fundamentally, then, there are four price elements 
which should be kept separate: (1) Basic price of the goods, 
(2) Credit, (3) Warehousing, (4) Delivery. 
Base Prices on Service Rendered 
The customer should pay only for the service that he gets. 
With that thought in mind, hundreds of dealers today base 
their prices on commodities at the car door, (when such a plan 
is practical). Then there are definitely posted prices for credit, 
warehousing, and delivery. A typical list of that sort might 
run like this: 
Feed List 
47.00 per ton 


24% Dairy Feed 
16% Dairy Feed 
Chick Feed 


NV 


$2.00 per ton 

This plan gives the dealer added advantage in the case of 
close price competition. Occasionally some fly-by-night agent 
will go to a section and take orders from the farmers for feed 
or fertilizer to be taken right off the car for cash. Now the 
dealer quotes a price which includes warehousing, delivery and 
credit. His feed will naturally look high in price compared 
with the other. Quoting on the same basis as competition— 
at the car door—gives the customer a fair comparison. 

Some dealers prefer the plan of starting with their lowest price 
and adding service charges. Others favor quoting the highest 
price and offering discounts to feeders who don’t use certain 
services. Among both groups are dealers who do get the 
money successfully. In general the service charge basis seems 
to be a little stronger, attesting to some extent the truth of 
the statement, “If you want to do a credit business, give a 
discount for cash; if you want to do a cash business, charge 
for credit”. 

Yes, there are some problems connected with this type of 
pricing plan. Supposing you are working on a cash off the 
car sales route and you take an order from a farmer at the 
cash price. The car arrives, he comes in, gets his feed and then 
casually mentions to the man in charge, “Say, Bill, you know 
| came away without my checkbook”. What to do? One dealer 
solved the problem, by saying, “All right, Jim, I’ll just make 
out this bill for the feed and add a credit charge. Now, you say 
you will be in in the next few days, so that will be fine. I'll 
just mark this bill, ‘If paid before the 28th, the credit charge 
will be deducted’.” There’s just no argument against that! 

Again, supposing you are operating a delivery route. Most 
dealers find it effective to collect each delivery date for the 
last delivery—that is usually only a week or two weeks out- 
standing. But suppose when you make delivery the customer 
isn't home? What then? Bring the feed back to the ware- 
house? In the case of some customers you may want to do 
that and in the case of people whom you know are good you 
will probably just leave the feed in the barn and then either 
drop out in the next day or two to collect or phone the customer 
to put the check in the mailbox. 

Suppose a customer tells you, “Why, man alive, that de- 
livery price is all out of reason!” “All right,” you reply; “our 


Merchandising Farm Supplies 


Chapter 22. (Part 2) Adopt a Sound Pricing Plan 
———— By F. Harvey Morse 


it hauled any more cheaply, that’s just fine. We are not after 
hauling business.” 

It takes hardly a moment of thought to realize that it is 
more expensive to sell one bag of feed apiece to 20 feeders 
than to sell all 20 bags to one customer at one time. It is even 
more true if the product is sold for credit, because of the mak- 
ing of entries, etc. For that reason, among others, many dealers 
have a sliding scale of prices based on quantity purchases. 
These dealers find it pays to sell larger quantities, because: 

1. The customer who buys in larger quantities is more likely 

to use enough of the product to get results. 

2. He isn’t as likely to have the inconvenience of running 

out and this is especially important in the sale of feed. 
3. There is less likelihood that a competitor can go in and 

sell a competing line. 


Heading Off Credit Losses 

When a dealer extends credit, he is faced with the problem 
of deciding to whom he should extend it. If a customer came 
in and asked the dealer to lend him $50.00, he’d think twice 
before doing so. But that’s no different from selling him $50.00 
worth of fertilizer on credit. Just as you wouldn’t lend your 
money to everyone, you won’t want to give credit to everyone. 
There are some dishonest people in every neighborhood. Others 
are too optimistic about what they can do on their incomes. 
In a way, they are just as poor a credit risk as the dishonest 
customers. Fundamentally, the best credit risk is the man who 
has character, capital and capacity. If he hasn’t the first, the 
latter won’t be worth so much. 

Don’t be too quick, therefore, to grant credit. It’s better, 
after all, to lose a customer than to lose the cash he owes. 
Plan to make a careful investigation of credit applicants. A 
growing number of firms have definite credit application forms 
which they ask the applicant to fill out. These forms include 
information about property owned, bank accounts, store ac- 
counts, kind of farming done and things of that sort. Refer- 
ences should never be considered merely a matter of form; 
actually check them up. If there is a credit bureau in your 
community, it will pay you to affiliate with it and to call upon 
it for reports. A credit bureau has the facilities for securing a 
greater variety of information about customers than the aver- 
age individual would have, a particularly valuable feature in 
the case of someone moving in from a distant community. 
All interviews in connection with credit applications should be 
handled tactfully, so as to avoid resentment and maintain the 
good will of your store. 

Some dealers follow the practice of not extending credit for 
amounts under $10.00. A leading Illinois elevator manager ex- 
plained this policy by saying, “Many customers who could not 
buy in large quantities just bought in small amounts and asked 
to have them charged. Because the amount was small we 
would take a chance and it was those accounts that made us 
the most trouble. The time taken to collect was often worth 
more than the amount involved. We have done away with 
that by the use of our $10.00 limit.” 

When you have decided to accept a credit customer, it is not 
enough merely to notify him that he now has a charge account. 
You should make your terms very clear. That gives you a sound 
basis on which to act should collection followups be necessary 
later. 

Watch for Credit Changes 

Once a good credit risk doesn’t necessarily mean always a 
good risk. Things are likely to happen that will change your 
credit attitude toward certain customers. For that reason you 
will constantly want to be on the lookout for such occurrences 
as may effect the customer’s credit rating. Has there been a 
separation or a divorce? How will that affect property owner- 
ship? Has there been a death or a marriage in the family? Look 
over the notices of foreclosures for you may occasionally find 


business is selling fertilizers (or machinery); if you can have a customer among them. Have any suits been filed? Suits, 
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How one dealer emphasizes his cash prices 


however, are not in themselves evidence of credit laxity for 
they are frequently filed unfairly. If judgment is given, however, 
there is something to think about in connection with requests 
for credit. 

Suppose after investigation that you find an applicant isnt 
worthy of credit? Certainly, don’t be afraid to say, “No” in 
such a case. You will want to make every effort, however, to 
hold that applicant as a cash customer. If you already know 
the customer's reputation before he asks for credit it’s a simple 
matter to tell him that you are trying to eliminate all credit 
as far as possible. In many cases, however, you will find it 
best to write a tactful letter, again bearing in mind that you 
want to hold the customer’s trade. 

Long Time Financing Methods 

Some time during the career of every merchant who is giving 
credit, cases come up in which customers actually can’t meet 
payments when due and perhaps for some time thereafter. 
This may be known at the time the sale is made or perhaps 
not until collection is attempted. In many cases those dealers 
secure notes (usually for three months) from the customer or 
often when long time credit is desired at time of purchase, a 
trade acceptance. This paper (endorsed by the dealer) is then 
usually discounted at the bank, the discount being added to 
the price charged the customer. 

A word regarding the use of trade acceptances may not be 
amiss. Suppose a customer wants to make a purchase amount- 
ing to $150.00 He says he can pay you in 60 days. You can 
put it on your books, wait six months and then perhaps get 
your money or, as so often happens, get a part payment and a 
promise—sometimes only the promise. The newer way is to 
fill out a trade acceptance which is in effect a note. Ask the cus- 
tomer to sign across the face that he “accepts”, and then 
discount it at the bank. Instead of waiting 60 days or more 
for your money you get it at once and the bank collects when 
the acceptance is due. To be sure, the customer may default, 
but he’s likely to be more conscientious in paying the bank 
than in paying a merchant. The trade acceptance should, of 
course, be used only for sizeable purchases, say $40.00 or 
more at a time. 

It is customary to arrange some sort of deferred payment 
on heavy machinery, new barns, and other purchases calling for 


and allied industries. 


relatively heavy investment. Deferred payments should be 
confined to products of more or less stability. Don’t apply them 
to feeds, fertilizer or other disappearing assets which cannot be 
attached. To a large extent, farm machinery is financed directly 
through manufacturers or through local banks. However, reg- 
ularly organized finance companies, familiar agencies in the 
purchase of automobiles, are now getting into the farm ma- 
chinery field. Frequently the service of such companies is 
rather expensive to both dealer and customer, but in some 
cases it may be the only available plan. Purchases of this 
nature are usually secured by chattel mortgages. The most 
general practice of collecting interest on deferred payments 
is to add proportionately to each monthly installment. 
Tightening Up on Credit 

Suppose you have been running an unlimited credit business— 
have a lot more money on your books than you would like to 
see there and want to make a change either to strict cash, or 
to a service charge basis. How shall you go about it? 

Probably the poorest way is to simply put up a sign in 
your store and say:—"After January 1, our terms cash only”, 
or to run similar ads in a newspaper and let it go at that. 
Bear in mind that your customers have over a period of years 
established with your help, the habit of easy credit. Why then 
shock them by slamming the door right in their faces? This 
writer personally knows of several dealers who have done just 
that and repented later when they saw their customers flocking 
to competitors. 

If you want to tighten up on your credit, sell your plan to 
your customers before making the change. An outstanding 
Texas dealer who has recently changed from credit to cash 
said, “We thought we would go out and talk it over with 
some of our leading customers. Almost to a man they told 
us that they thought we were doing the wise thing. In fact, 
one man who could write his check for half a million dollars 
without any trouble, said, ‘I’m glad you're doing that. I just 
about made up my mind to quit trading where they give credit. 
I don’t see why I should help pay for the other fellow’s credit 
and for your losses from bad debts’.” 

You will probably have no trouble in convincing your better 
customers of the merits of your plan. Then you can go to the 
rest of your trade with your proposition, backed by the state- 
ments of those better customers. Some customers have actually 
come with the dealer and helped him sell others. These personal 
calls should be followed by letters. Newspaper ads have also 
been used, but they reveal the plans to competitors before you 
may be ready to do so. 

As pointed out before, if you are going to sell your customers 
on the plan, you must give a worth-while inducement for them 
to pay cash. A 4 per cent to 5 per cent differential is reasonable. 

Another thing—allow some time to make the change—not less 
than 30 days. Some of your customers may already owe sizeable 
amounts and can’t pay up entirely before your new plan goes 
into effect. You can arrange with them to take care of their 
outstanding obligations in several monthly installments. 

They say it’s a pretty poor rule that hasn’t an exception. 
So it is on any pricing and credit plan. You may have to make 
an occasional exception for an exceptional case. However, be 
very, very slow to make such exceptions and be sure that the 
cause thoroughly justifies it; otherwise you will soon find 
yourself back in a financial rut. 


Our new catalog No. 58 is now on the presses and will be ready for distri- 
bution about April 15. Bigger and better than ever. Over three hundred pages 
of machinery and supplies for Grain Elevators, Flour Mills, Feed Plants 


WRITE FOR YOUR COPY NOW 


This complete catalog gives you detailed information and distributors net prices on 


anything you need in the line of mechanical equipment and accessories. It is free for 
the asking. Mention this magazine. 


d LE. 


MINNEAPOLIS MINN. 
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4-H Club Girls Win 
King Midas Awards 


Three winners of the 4-H club scholar- 
ships awarded by the King Midas Flour 
Mills for the year 1936 have been an- 
nounced by T. L. Bewick, state club 
leader in Wisconsin. 


Miss Lucille Cooper, Route 3, White- 
water, Wis., receives $100.00 as_ first 
prize; Miss Ann Kyle, Route 2, White- 
water, Wis., gets $75.00 as second prize, 
and a third prize of $25.00 goes to Anita 
Kuth, Route 1, Thiensville, Wis. 

The awards are made by the King 

Midas Flour Mills to promote the inter- 
ests of better baking in 4-H club work. 
The prize winners are eligible for scholar- 
ships in the University of Wisconsin. 
e HORNER SALES CORP., 237 Fourth 
avenue, Pittsburgh, Pa., has been organ- 
ized with a capital stock of $10,000 to 
deal in mineral salts, scales and powdered 
milk. Incoporators are R. E. Horner, 
Elva L. Miller and Beryl Jane. 


® VAN VECHTEN MILLING  CO., 
Rochester, N. Y., has reopened for busi- 
ness and a new feed mixing plant and a 
laboratory are to be added. J. J. Sheve- 
love is president of the reorganized firm, 
Warren M. Trimble and William Van- 
Vechten are vice presidents and Laurence 
A. Luedemann is secretary and treasurer. 


oe 


® FINGER LAKES & HUDSON MILL- 
ing Co., Geneva, N. Y., has completed 
the construction of a 100,000 bushel 
elevator costing $40,000. Operations in 
the new structure were begun May 1. 


District Club Meeting 
Draws Record Crowd 


The next meeting of the Northwestern 
District club will be held at New Rich- 
mond, May 27. The gathering will be a 
rally preceding the departure of the mem- 
bers for the annual convention of the 
Central Retail Feed association at Mil- 
waukee, June 7 and 8. The convention 
fund boxes which many of the dealers 
have been keeping up for the past sev- 
eral months at $1.00 a week will be 
opened at the New Richmond meeting 
and used to cover the expense of the 
trip to Milwaukee. 

Charles Collisson, farm editor of the 
Minneapolis Tribune, was the principal 
speaker at a meeting of the club which 
was held at New Richmond, April 8. 
More than 70 dealers and their helpers 
attended. 

Mr. Collisson explained why the North- 
west is prospering and what further prog- 
ress can be made by the proper breeding 
and feeding of chickens and _ livestock. 

Professor Wright, University of Wis- 
consin, and William Jacques, Prescott, 
Wis., talked about and demonstrated what 
is meant by hybrid seed corn and how it 
is developed. Motion pictures depicting 
the results of using commercial fertilizers 
were shown by George Schultz, Madison. 
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PILOT BRAND 


OYSTER SHELL 
RADIO BROADCASTS 


TO CARRY ON THROUGH THE 


SUMMER MONTHS 


“Pilot Brand Suggestions To Poultrymen” was a 
popular Radio feature over the country during the 
fall, winter and spring months, and then—we made 
a test of Radio Advertising last summer. It worked, 
so we will be on the air through June, July and 
August over a list of powerful Radio stations, across 


the country from Boston to Denver. 


Increased summer sales for Pilot Brand Oyster Shell 


dealers are sure to result. 


We suggest keeping well stocked all summer. 


OYSTER SHELL-~ 
FLAKE 


Et 


OYSTER SHELL PRODUCTS CORP. 


NEW ROCHELLE, N.Y. ST. LOUIS, MO. LONDON, ENG. 
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YOU CAN'T WIN 


Farmer’s Wife: “If you can’t sleep 
count sheep.” 

Farmer: “I did that last night. I 
counted 10,000 sheep and put them in 
cars and shipped ‘em to market. By the 
time I figured up my losses it was time 
to get up and milk.” 

* * * 


HOOPS, MY DEAR 


Lord: “The cook informs me that you 
were badly intoxicated last night and 
that you were trying to roll a barrel out 
of the basement. Can this be true?” 

Butler: “Yes, my lord.” 

Lord: “And where was I during this 
time?” 

Butler: “In the barrel, my lord.” 


RACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


CORNHAY WEAKLY NEWS 

Ezra Huckster accidentally stumbled in 
front of a steam roller last Friday. It 
was the first time in his life he had his 
pants pressed. 

Abner Buttlensip’s wife is serving sau- 
er kraut three times a day so Abner 
can get to the watch he dropped into the 
barrel while fillin’ it last fall. 


““SEE YOUR PURINA DEALER!”’ 


“WT’S CHIC MARTIN, folks, speaking for your Purina 
Dealer!” All eyes and ears are turned your way these 
mornings as your Salesman of the Air carries your mes- 
sage straight to the heart of a thousand buying centers 
around your store. For the first time in radio history, 
there’s a chick-raising race being run on the air. It’ll be 
the talk of poultrymen everywhere. They'll be hunting up 
the Purina Dealer in their towns, asking about Startena. 
Why not put a Checkerboard Bag Sign on your store front 
to guide those customers your way? A line from you, today, 


will bring a visit from the Purina Man. 


PURINA MILLS 


923 Checkerboard Square 


~ 


St. Louis, Mo. 


& 
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What this country needs is not better 
filing systems but bigger waste baskets. 
ok Ok 


TOO VALUABLE 
Customer: “Here’s that two bits I've 
been owing you for six months.” 
Dealer: “Keep it. 1 wouldn't change 
my opinion of you for a quarter.” 
* * * 


TWO SIDES 

Husband No. 1: “Your wife is very 
broad minded, isn’t she?” 

Husband No. 2: “Yes, she believes 
there are two sides to every question— 
her own and her mother’s.” 

* * 
LITTLE MISSED 

Wife: “With you making all the noise 
around the house I can't hear myself 
think.” 

Feed Dealer: “Don't worry. You're 
not missing much.” 

Social tact is making your callers 
feel at home even though you wish 
they were. 

* * * 
A TOSS UP 

Sambo: ‘Mose, what am de best breed 
of chickens?” 

Mose: “All kinds is got merits. De 
white ones is de easiest to find but de 
black ones is de easiest to hide.” 

ok * * 
STRIP TEASE 

Jed: “ll be right with you as soon as 
I strip this cow.” 

City Cousin: “How can you? She 
hasn't anything on now.” 

* * 


HIGH FINANCE 

Bob: “How much did the evening cost 
you?” 

George: “Exactly $2.00.” 

Bob: “I'd say that was getting by 
cheap.” 

George: “I know it. That was all the 
money she had.” 

* * 
CORRECT, SIR 

Feed Dealer: “Do you know how the 
rats get in here?” 

Office Boy: “Naw.” 

Feed Dealer: “That's right.” 

* * 
GREAT FELLOW 

Teacher: “Name the seven wonders of 
the world.” 

Johnny: “I only know one of them 
and that was papa when he was a little 
boy.” 

* * 
FULLY PREPARED 

Old Gentleman: “You're an honest lad 
but it was a $10.00 bill I lost, not ten 
ones.” 

Small Boy: “I know, mister, it was a 
$10.00 bill I picked up. But last time I 
found one the man didn’t have any 
change.” 
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Dealer Finds Calendars 
Good Advertising 


(Continued from Page Sixteen) 
and at the same time we profited by sell- 
ing him the supplement.” 

A bulletin board on which daily mar- 
ket reports from Peoria on hogs and veal 
calves and from Chicago on hogs, as well 
as local bids on wheat, corn, and oats is 
maintained. This brings in some people, 
all of whom are prospective customers 
either through seeing the floor displays or 
by the use of suggestive selling. Another 
bulletin board on which farmers record 
items they have for sale or wish to buy 
is also maintained. The use of this is 
free. This also brings in people who are 
often induced to become customers. 

Emphasize Fair Dealing 

Strictly fair dealing with all customers 
is one of the greatest assets of the com- 
pany. 

“We try to use the Golden Rule as 
the basis for all our business dealings,” 
says Mr. Nagle. “We are absolute'y con- 
vinced that it pays. While we use several 
forms of promotion, every one of them is 
legitimate and redounds to the benefit of 
customers as well as to us. We ourselves 
are surprised at the effectiveness of our 
calendars over such a long period of 
time. Our other methods of promotion, 
such as newspaper advertising, direct 
mail, etc., keeps our name in front of the 
farm population of our territory and so 
help in building up our prestige. We do 


everything, within the limits of our 
Golden Rule motto, to promote’ our 
standing with farmers and make them 
into permanent customers.” 


@ JOHN JOUNO, manager feed depart- 
ment, Stratton Grain Co., Milwaukee, re- 
turned April 30 from a business trip to 
Minneapolis. 


@ OAKLAND ELEVATOR CO., Oak- 
land, Minn., has installed a new feed 
mixer. 

e W. F. MANDEVILLE and T. G. An- 
derson have purchased the Hornby Co., 
New Brighton, Pa., owned by the late 
Percy Hornby. The firm will now be op- 
erated as the Diamond Milling Co. 


Greater Vitamin-Lactic Acid Content 


CONCENTRATE 


Mfg. under U. S. Patent No. 1898350. 


Costs Less — Goes Farther —Does More 


Gives your feeds full Vitamin and Lactic Acid content, 
Iodine protection, live Yeast ferments, milk sugars,— 
in dependable, reliable proportions. No disturbance of 
your formulas; very low cost. Write for free information. 


Vy Lactos Laboratories, Inc., Des Moines, lowa 


We'll Be 
Looking 
For You 


AT THE 


CENTRAL RETAIL FEED ASSOCIATION 


ANNUAL CONVENTION, JUNE 7 and 8 
We will be located in Parlor B and C at the Schroeder Hotel during the 


convention and invite you to be our guests and also to use the facilities of our 
offices in the Grain and Stock Exchange Building while you are in the city. 


CLINTON COMPANY DAWE'S VITAMELK CO. 
GLUTEN FEEDS DAWES VITAMELK BASE 


GUNNING & GUNNING STRATTON GRAIN CO. 
COD LIVER OIL MILWAUKEE, WIS. 
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900 Feeo Deaterns NO-MILK 
Recommend NO). MILK CALF FOOD 


CALF FOOD Our ads tell the farmers 
They can’t be wrong. Since to “get it from their feed 
1885, No-Milk has saved dealer.” 
money for three generations asia te f 
of dairy farmers. No-Milk is $0 GON t be out o 
now better than ever—con- No-Milk when your cus- 
tains all the vitamins. At tomers ask for it. 


your dealer, or he will ord- 
er for you. 


NATIONAL FOOD CO. 


FOND DU LAC -- wis 


A postal request will 
bring you complete infor- 
mation about our profit- 
making dealer proposition. 


We have a large stock of Beet Molasses in barrels, Cane 
Molasses in barrels, Dried Beet Pulp, Dried Skimmilk, Dried 
Buttermilk, and Semi-Solid Buttermilk. Of course we are 
always able to make shipment of Mill Feeds, Oilmeal, Soy 
Bean Meal, and Grains in carloads or truck load lots. Please 
call us for prices, when you are interested. 


FARLEY FEED CO. 


Wholesale only 
JANESVILLE, WISCONSIN 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss. 
Your patronage is appreciated. 


HYGENO LITTER VACTO-LAC 


LAPP’S HYGENO POULTRY LIT- Why take chances with 
TER is Dustless .. Medicated . . Fireproof. 


Hatches? L 
It is especially treated with chemicals mak- 


ing it distasteful to chicks and poultry and VACTO-LAC increases 
also giving it disinfectant properties to production . . Hatchability 
improve sanitation. . . Livability. Hatcheries are 


demanding that VACTO- 
LAC be fed to their flocks. 
It increases hatchability ten 


to twenty per cent. 


Write now for prices and 
Minneapolis, Minn. - - - Nevada, la. information. 


Cream in quality as well as name 


Made as a specialty in a specially equipped mill for cooking, 
drying and milling a baby food for calves. 


Unequalled in quality and results. 


Shipments made to dealers only; 200 Ibs. up. Your order 
will be much appreciated. 


| RYDE & COMPANY 


Specialists in Calf Meal Since 1912 
5425 W ROOSEVELT RD. CHICAGO, ILLINOIS 
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e CUDAHY FLOUR & FEED CO., 
Cudahy, Wis., is remodelling its store to 
provide additional display space. 


e AUGUST E. BRINKMAN has opened 
a flour and feed business at Alma, Wis. 


e P. C. KAMM, P. C. Kamm Co., 
Milwaukee, has been confined to a hos- 
pital for several weeks but is reported 
to be recovering nicely. 


e ARCO MILLS, Arcanum, Ohio, were 
destroyed by fire March 24 with a loss 
estimated at $40,000. 


e INDIANOLA FEED & SUPPLY CO., 
Indianola, Ind., opened by E. R. Felton 
in 1928 has been reorganized and will 
henceforth operate as E. H. Felton & 
Co. Construction has begun on a new 
elevator and feed mill. 


Good News 
For Feed Dealers 


are three new products 
you'll want to stock. There is a 
steady all-year demand for them— 
and a nice profit for you on every 
bag you sell. 


The two new iodized calcium supplements 
for poultry—one for growing and mature 
birds, the other for chicks. Fed like ordi- 
nary shell, they provide the necessary cal- 
cium together with the correct amount of 
iodine to insure maximum digestion and 
most complete utilization of all feeds. The 
results are more rapid growth, higher vi- 
tality, earlier production of eggs and market 
birds, longer laying periods, more eggs, 
better shells, and increased profits. 


Arrow . Hea d 
INSOLUBLE GRIT 


Made from pure flint, the hardest and most 
efficient insoluble poultry grit on the mar- 
ket. Available in chick, hen and turkey 
sizes. 

And, lest you forget, our regular products 
are No. 4 Calcium Carbonate Flour, Elec- 
tro Calcium Carbonate, Iodized Calcium 
Carbonate, Shellmaker in chick, hen and 
turkey sizes, and Cal-Carbo. 


Write today for samples and prices 


CALCIUM CARBONATE CO. 
43-A East Ohio Street Chicago, Illinois 
Our mills are located at the following convenient 
aeving points: Carthage, Mo.; Quincy, IIl.; Ste. 


ieve, Mo.; Weeping Water, Nebr.; White 
Bear, Mo. 
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Ohio Dealers to Meet 
On June 21 and 22 


The Ohio Grain, Mill & Feed Dealers 
association has again selected Cedar Point, 
Sandusky, Ohio, for its 58th annual con- 
vention which will be held June 21 and 22. 

Arthur F. Briese, Chicago, will be the 
principal speaker at the annual banquet 
and has planned an entertaining and in- 
spirational talk. Other speakers on the 
program have not been announced but 
W. W. Cummings, Columbus, secretary 
of the association, assures the dealers that 
the subjects to be presented will be of 
interest to the entire trade. 

One of the features of the convention 
will be a boat ride which is scheduled for 
the closing afternoon and which will af- 
ford all a splendid opportunity to enjoy 
the beautiful surroundings of Cedar Point. 

The management of the Breakers hotel 
in which the convention sessions are to 
be held has offered special room rates for 
the occasion and dealers are urged to 
make their reservations early. . 

Mr. Cummings reports that he will 
welcome suggestions for features to in- 
clude on the program and asks that these 
be sent direct to him at 30 E. Broad 
street, Columbus. 

Joining the Ohio dealers during their 

convention will be the National Hay as- 
sociation which will hold its annual meet- 
ing at Cedar Point June 22, 23 and 24. 
Fred K. Sale, Indianapolis, secretary of 
the organization, announces that hay 
dealers from all parts of the United States 
will attend and that a splendid program 
has been prepared. 
e H. B. CASSEL & SON CO. elevator 
and warehouse, Philadelphia, Pa., was 
destroyed by fire April 2. Loss was esti- 
mated at $100,000. 


© FRANK B. HOOVER, Leola, Pa., has 
installed a new feed mixer. 


NEW EXPELLER 

V. D. Anderson Co., 1935 West 96th 
street, Cleveland, Ohio, is celebrating its 
3oth anniversary with the introduction of 
its new Super Duo Oil Expeller. The 
machine embodies many improvements 
over previous units. Complete details are 
presented in the April issue of “The 
Expeller Press” published by the com- 
pany and copies may be obtained on re- 
quest. 


SUMMER FEEDING PAYS 

The cheapest way to feed pullets this 
summer is to give them plenty to eat, 
advises H. H. Alp, extension poultryman. 
University of Illinois college of agricul- 
ture. “Egg production next September,” 
he points out, “will depend on the sum- 
mer feeding of pullets. Experience has 
demonstrated that worms and disease 
thrive best in poorly fed flocks and that 
good pullets are not raised by making 
scavengers out of them during July and 
August. Prospects look rather favorable 
for egg prices next fall because many 
people will attempt to economize on 
feed. Such a practice will make the feed 
used doubly expensive.” 
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MR. FEED MANUFACTURER 


VITAMIZE 


your feed with 


3000 UNITS 


400 UNIT 


TRADE MARK 


VITAND Is a Pure USP Cod 


Liver Oil Concentrate 


NAPTHOLE, INC. 


BOONTON, N. J. 


STOCKS: 
Ex Warehouse, Chicago Ex Warehouse, Boonton 
SALES OFFICES: 
CAMBRIDGE, MASS. NEW YORK CHICAGO 
282 Portland St. 15 E. 26th St. Palmolive Bldg. 


Also Anchor Brand Standard Grade Cod Liver Oil 


MILL MACHIN ERY 


Get our New Low Price on the 1937 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 


1937 Model 
Feed Mixer THE DUPLEX MILL & MFG. CO. 


SPRINGFIELD, OHIO 


| 
a 34 4 
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“YOU BET | HANDLE ARMOUR 
FEEDS. THEY’RE AS FINE AS 
MONEY CAN BUY. AND 
STOCKMEN COME BACK FOR 
"EM TIME AFTER TIME. THAT 
MEANS PROFITS FOR ME!” 


® That’s what feed dealers all over 
the country are saying. They know 
from maemo at stock raisers 
are regular Armour customers, be- 
cause Armour’s Supplementary 
Feeds put good, pall flesh on their 
cattle and hogs in less time. That 
means more business...steady profits 
for the man who carries the Armour 
brands. It’s good business to feature 
the feeds your customers are asking 
for...stock up on the Armour line. 


ARMOUR’S 
DIGESTER TANKAGE 
Highly digestible and palata- 

ble. Light, mealy, high in 
tein. Less than 3% fibre. Poss 
sound flesh on hogs in less time. 


ARMOUR’S MEAT AND 
BONE SCRAPS 
Dairy cattle give more milk and 
drop stronger calves when fed 
this ration. Provides valuable 
mineral and protein elements. 


Write to the Animal Feed Department, Armour and Com- 
More pany, Union Stock Yards, Chicago, for full details 


1067 1937 about these profit-making products. 
ARMOUR COMPANY 


Me Millen Feed Mills 
Expanding Again 


Construction work is under way for the 
third large addition to the McMillen Feed 
Mills, Inc., plant, Decatur, Ind., which is 
expected to be compteted by October 1. 

The present feed plant will be enlarged 
to twice its size and will house new lines 
of feed manufacturing machinery. The 
new structure will be of concrete and 
steel and is to be two stories high and 
300 feet long. 

McMillen Feed Mills, Inc., was organ- 
ized by D. W. McMillen in January 1935 
and has expanded rapidly. Extensive ad- 
ditions were made to the plant last sum- 
mer and the work now under way consti- 
tutes the third expansion. 

“These additions,” said Mr. McMillen, 
“have been made necessary by the in- 
creasing popularity of Master Mix feeds 
and when finished will enable us to supply 
the demands of our dealers more prompt- 
ly.” 


e HOVEY COAL & FEED CO., Bain- 
bridge, N. Y., has closed its feed depart- 
ment and will devote its interests to the 
coal and lumber business. 
CHANGE LOCATION 

Earl Monnier, Chas. Monnier & Son, 
announces the removal of firm’s 
offices from Oriskany, N. Y., to 531 Utica 
Gas & Electric building, Utica, N. Y. 


*Op 


AS THE PROTEIN AND 
MINERAL SUPPLEMENT 
FOR ALL FARM FEEDS 


For Delivered Price—Any Quantity —Write, Wire or Phone 


THE CHAS. M. STRUVEN COMPANY 


BALTIMORE, MARYLAND 


caTTLE 


CARS - BARRELS - DRUMS 
QUALITY AND SERVICE UNEXCELLED 


Pecos Valley Alfalfa Mill 


TRY OUR 


PECCS SPECIAL 


IT’S BETTER 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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FOR FEED MIXING 
: Q ee Your inquiry would be appreciated. 
NATIONAL MOLASSES CO. 


e CHARLES SINCERE, head of the e NEWCASTLE MILLING CO., New- 


brokerage firm of Charles Sincere & Co., castle, Pa., has installed a new feed mixer. 
Chicago, which he founded 30 years ago, sand 

died April 20 at the Michael Reese hospi- OFFICE MOVED 

tal. He was 62 years old. The Chicago office of the Washburn- 


Crosby Co., Minneapolis, which has been 
e JOHN W. ESHELMAN & SONS, located at 332 S. La Salle street for the 
Lancaster, Pa., have taken over the past 10 years has been moved to new 
Coldsmith mill, Greencastle, Pa. quarters at 208 S. La Salle street. 


LEGUME 


: 


Welcome to Milwaukee 
Central Retail Feed Dealers 


It is our sincere wish that your Convention June 7th and 8th is a 
success in every way. As our plant is in Milwaukee, we cordially invite 
you to visit us, inspecting our laboratory. Transportation will be 
furnished for you. Be sure also to visit us at Parlor “H” Schroeder 
Hotel, and bring your friends. 


THE NITRAGIN CO., Inc. — MILWAUKEE, WIS. 


BIG CHIEF BIDS 
YOU WELCOME 


“100 LBS NET 


CHIEF 


MEAT SCRAPS 
Te EASE 


WAUREE 


We'll be with you 100 per cent at 
your annual convention in Milwau- 
kee and we welcome you, Central 
Dealers, to our new and modern 
plant while you are in the city. 


MILWAUKEE TALLOW 
& GREASE CO. 
JOE FREE, Manager 
131 So. 7th St. Milwaukee, Wis. 


DEUTSCH & SICKERT CO., Distributors 
GRAIN & STOCK EXCHANGE 


WHEN YOU SELL 


Darling’s Soil Builders 


in the new, modern 80 pound 
Handiwate Paper bags. Lighter, 
cleaner, easy to open and easier 
to handle. Dealers everywhere 
enthusiastically welcome the op- 
portunity to supply this better 
fertilizer — made right for 55 
years—in the improved package. 
No wonder the swing this 
Spring is towards Darling’s Soil 
Builders. No wonder these Soil 
Builders sell well. Order your 


stock now. 
DARLING & COMPANY 
4201 S. ASHLAND AVE. CHICAGO, ILL. 


STANLEY’S 
REAL CONVENIENCE CROW REPELLENT 


“pe THE STANDARD FOR OVER 20 YEARS 
in handling fertilizer 

Protects the farmers corn crop from Crows, Pheasants, Black- 
at no extra cost rd 64 birds, Larks and all other corn-pulling, birds and animal 


pests such as Moles, Gophers, Woodchucks, Squirrels, e.c. 


LIST PRICES 


(1 Quart) Enough for $4.75 


4 bushels of seed. 


Pint) E fi 
2 bushels 1.00 


Vy Pi Enough f 


FROM YOUR JOBBER OR 
DIRECT FROM US. 


Manufactured only by 


The Cedar Hill Formulae Co. 


P. O. Box 1129G New Britain, Conn. 


et him out 
is quick$ 
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No, limnot, \of th 
dead, but what 
is that stuff? 


Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


v 


Bran and Middlings 


—Higher in Protein— 


TENNANT & HOYT CO. 
LAKE CITY, MINN. 


4 
j 


When in the Market: 


For Poultry Wheat — Feed Oats— 
Wheaty Barley —Feed Barley — 


Corn—Feeding Screenings. 


Write or wire for quotations. 


IAWATHA GRAIN COMPANY 
MINNEAPOLIS, MINN. 


e “All your needs in grain and feeds” le 


Sunset Feed & Grain Co., Ine. 


@ FEED JOBBERS e 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


Distributors of: 


CLO-TRATE SOY-0-CIDE COXOL 
Cod Liver Oil For- The spray with the For 
tified in Vitamins Soybean Oil base Ciceubiidin 


A and D (No kerosene) 


Write Us for Further Information 


ESTABLISHED 1889 


= RINTED 
BURLAP 
COTTON INDIVIDUALITY 
BAGS ALL BAGS VACUUM CLEANED 


INDIANA 

John L. Sample, Madison, has _pur- 
chased a hotel building and will enlarge 
it and use it for a feed warehouse. 

John H. Heldt, president, Heldt & 
Voelker Co., Evansville, dealers in feed, 
hardware, implements and seeds, died 
April 4 following a heart attack. 

Claude Griffith, Coal City, is building 
a new feed store to replace the one re- 
cently destroyed by fire. 

Charles T. Martin, 
opened a new feed mill. 

John T. Pritchard, Vevay, will open a 
flour mill and feed store at Madison, 
June 1. 

W. C. Long & Son, Forrest, have 
moved their feed store to new and larger 
quarters. 

O. R. Coons has opened a feed store at 
Danville. 

Indiana Flour & Feed Co., Muncie, 
has been incorporated with a capital 
stock of $35,000. 

Wayne Feed & Supply Co., Sullivan, 
held its formal opening April 17. Roy 
Myers is manager. 

Berne Equity Exchange, Berne, of 
which Victor Stuckey is manager, has 
purchased the feed mill, warehouse and 
coal yards of the Berne Grain & Hay Co. 

Mrs. G. A. Pritchard, wife of “Dick” 
Pritchard, former president of the In- 
diana Grain Dealers association, recently 
underwent an operation at an Indian- 
apolis hospital and has returned home 
much improved in health. 


Woolcott, has 


CEREAL 


GRADING CO. 


MINNEAPOLIS 
Specialize in 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US 


AGLE ROLLER 
MILL CO. 


NEW. ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


SPRING WHEAT FLOURS 
RYE FLOURS 


Commercial and Mill Feeds 
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Dawe’s Offices Moved 
Firm Name Changed 


Dawe’s Products Co., Chicago, Ill., has 
changed its name to the Dawe’s Vitamelk 
Co., and on April 1 moved from its 
former location at 4300 South Damen 
avenue to 4800 South Richmond avenue. 

Charles C. Dawe, president of the firm, 
announces that the change in name was 
prompted by the large amount of mail 
received which was addressed Dawe’s 
Vitamelk Co. The new name, he adds, 
also identifies the company more closely 
with its chief product, Dawe’s Vitamelk 
Base. The alteration will in no way affect 
the corporate structure of the organiza- 
tion. 

Removal to new quarters was necessi- 
tated by steadily increasing business. The 
firm purchased the building in which it is 
now located and machinery and equip- 
ment of the latest type and design has 
been installed to speed up production and 
service. Mr. Dawe invites feed dealers 
to visit the new plant. 

e VANS HAY & FEED CO., Centerline, 
Mich., has been changed to the Lazoen 
Hay & Feed Co. F. J. Lazoen is owner. 


e BELMORE FEED CO., Hempstead, 
L. I., has been incorporated with a ca- 
pital stock of $10,000. 


e WELLSVILLE MILLING CO., 
Whitesville, N. Y., has been purchased 
by the Feed Dealers Supply Co. 


NOW IN STOCK 
at Waterloo 


The 1937 Anderson Super Heat 
Brooder Stoves and complete line 
of Anderson Feeders, Waterers, 
Etc. ... priced to fit the poul- 
tryman’s pocketbook ... write 
us for catalogue and net low 
prices to the feed dealer. 


Waterloo Mills Co. 


Iowa Distributors 
WATERLOO, IOWA 


CAPITAL FLOUR MILLS, Inc. 
QUALITY FLOURS...QUALITY FEEDS 


Let Us Include 


Minnesota Girl Flour 
OR 


Goodbread Flour 


In Your Next Car Of 
QU EEN WHEAT FEED —CHEROKEE PURE BRAN 
CHEROKEE MIDDLINGS—MIDDOG MIDDLINGS 


WIRE US FOR PRICES 
Offices: Corn Exchange Bldg. Minneapolis, Minn. ® Mills: St. Paul, Minn 


DAIRYLEA 


CHOICE FEED GRADE 
DRIED SKIM MILK 


All poultry rations should include liberal quantities of 
Dairylea Dried Skim Milk. Also good in rations for calves 


and swine. Carried by principal feed merchants through- 
out Northeastern territory. 


MANUFACTURED AND 
DISTRIBUTED BY 


DAIRYMEN'S LEAGUE CO-OP. ASSN. INC. 
11 WEST 42nd STREET ° NEW YORK, Nv. Y. 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


EXCELSIOR 


MILLING 


MINNEAPOLIS, MINNESOTA 


HIGH QUALITY PRODUCTS 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


ATTRITION MILL FOR SALE 
Sprout Waldron Attrition Mill with Westing- 
house special 10 H. P. motor for sale. First 
class condition. Write R. O. WHIPPLE, Tom- 
ahawk, Wis. 


MILL FOR SALE 
Complete buckwheat flour mill, two DB 
stands 9x18, one DB stand 9x24 Noye Rolls, 
Noye Rotary Sifter, Wolf Pat midds mill, ele- 
vators, shafting. Can be seen in operation. 
ODESSA MILLS, Odessa, N. Y. 


FEED SALESMAN WANTED 
Experienced Feed Salesman for Wisconsin 
and Illinois. Give age and experience. Write 
PR-41, c/o THE FEED BAG, Grain & Stock 
Exchange, Milwaukee, Wis. 


BUSINESS FOR SALE 
Feed Store and grist mill, dealing in cement, 
coal and fertilizer. Owner retiring. Write 
ELLIS BROS., INC., Springville, N. Y. 


FEED MIXER FOR SALE 
One ton capacity—fioor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 80 H.P. motor—used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, Wis. 


BUSINESS FOR SALE 
In central Wisconsin. Three feed and grocery 
stores in good location, dairy country. Write 
Western Supply Co., Sparta, Wis. 


FOR SALE OR RENT 
Flour and feed warehouse. Business estab- 
lished 20 years. Storage capacity, 20 cars. 
Private track. Good location in town of 10,000. 
Write ER-43, c/o THE FEED BAG, Grain & 
Stock Exchange, Milwaukee, Wis. 


PREVENT CHICK DISEASES 

Your starter mashes need UNIVERSAL 
YEAST. It enables you to produce a feed that 
controls White Diarrhea, Coccidiosis and Poly- 
neuritis. 

Its high vitamin B and G content assures 
your customers of a vitamin-balanced feed. 
Manufactured by RICE LABORATORIES, INC., 
Dassel, Minn. 


HAMMER MILL FOR SALE 
One No. 4 Anglo-American Miracle Ace 
Super Hammer Mill, 75 H.P. direct connected 
motor, A-1 condition, sacrifice for cash. Write 
DK-46, c/o THE FEED BAG, Milwaukee, Wis. 


BUSINESS FOR SALE 

Flour and feed mill in southeastern Ohio. 
Located in thriving community. Good retail 
and wholesale business. Mill building 40x72. 
A four story frame building, with 22x60 drive- 
way shed and loading platform. 10,000 Bu. 
grain storage. Steam heat and Diesel power. 
Good seven room dwelling with city water, gas 
and electric goes with the mill at a bargain 
price. Small down payment, balance paid over a 
number of years at a very low interest. Write 
MG-52 c/o THE FEED BAG, Grain & Stock 
Exchange, Milwaukee, Wis. 


FEEDS AND FEEDING 

You should have the latest edition of Feeds 
and Feeding by Prof. F. B. Morrison. Contains 
300 pages more than former copies, including an 
entirely new chapter on proteins, minerals and 
vitamins. No person engaged in producing or 
handling feeds can afford to be without it. Only 
$5.00 per copy. THE FEED BAG, 741 No. Mil- 
waukee Street, Milwaukee, Wis. 


BUSINESS FOR SALE 
Feed Mill including power mixer, General 
Business, Groceries, Coal, Feed, Machinery and 
Private Siding. Desirably located in southeastern 
New York in prosperous dairy and poultry sec- 
1? Write Dickerson Bros., Thompson Ridge, 


e ZIEGLER BROS. have purchased the 
Saddler feed mill, Arendtville, Pa. 


e4ge 


Seeing the Convention 
With Jim Brown 


(Continued from Page Thirty-one) 

final business session of the convention is 
held. Jim is completely baffled when the 
nominating committee submits his name 
for president. He is unanimously elected 
and gives a speech telling how much he 
will try to fulfill the trust placed in him 
and he means every word of it. 

Wife is Satisfied Too 

On the way home his competitor, con- 
gratulates him and says, “the first new 
member you can put under your belt, 
Jim, is yours truly. And if the convention 
every year is as good as this one you 
can count on me for a regular passenger.” 

A month later Jim Brown’s feed store 
has taken a new lease on life. The ideas 
Jim learned at the convention are in ac- 
tual operation. Sales are clicking and the 
sales force is working tooth and nail. 

At Jim’s home even the wife, extremely 
proud of the new president and the in- 
crease in her budget allowance, promises 
Jim that she will go with him to the 
convention next year instead of taking a 
new hat. 


» FOR FEED CALL « 


““Stormy’”’ 
IOWA FEED CORP. 


Phone 45177. Des Moines, Iowa 


PROFIT 


BLATCHFORD CALF MEAL CO. 
20 Madison St., Waukegan, Ill: AA 


“Good to the last drop” 


MOEBIUS 
PRINTING 
COMPANY 


PRODUCERS OF THE 
FINEST IN PRINTING 
CREATORS OF PRINTED 
ADVERTISING That SELLS 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
DRIED MALT SPROUTS 


MANEY BROS. MILL & ELEVATOR CO. 
MINNEAPOLIS, MINN. 


DAKOTA MILLING CO. 


Mixed or straight cars 
MILL FEED... FLOURS 


510 Hodgson Building 
MINNEAPOLIS, MINN. 


BOOTH’S SARDILENE AND FISH MEAL 
DENVER'S XXX ALFALFA MEALS 

CLIFFS DOW’S POULTRY CHARCOAL 
PEEBLES LACTO “G’’ WHEY POWDER 

CCC’S CALCIUM CARBONATE PRODUCTS 
GLIDDEN’S 41% AND 44% SOYBEAN OILMEAL 


Sole N. W. Sales Agent 


WAYNE FISH & COMPANY 


1420 Rand Tower e Minneapolis, Minnesota 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


MINNEAPOLIS, MINN. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either prompt or deferred seed Meal. 
Save Money. “Stand by Stan.” 
A.L. STANCHFIELD & CO. 
Wholesale Grain and Feed M: 


erchants 
502 Corn Exchange Bldg. Minneapolis 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


— DEMON = 
ROLLED OATS == 


Top grade steamed rolled oats for hogs 
and poultry. Write us for prices. 


Des Moines Oat Products Co. 


Des Moines, Iowa 


@ Headquarters for PURE OLD PROCESS 


LINSEED MEAL 


| Write for Delivered Prices 


NORTHWEST LINSEED MEAL CO. 
314 Flour Exchange Bldg. 


Minneapolis, Minn. 


OCCIDENT 


MIXED FEE 
The Peed For 


RUSSELL- MILLER MILLING CO. MINN 
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Don’t forget to say you saw the Ad in THE FEED BAG 


SHIP TO 


ROY I. 


Wise Choosing Goes With Success 
AMPBELL 


Merchant 


Grain Commission 


Milwaukee, Wis. 


CORN ¢ OATS ¢ WHEAT e BARLEY 


MULLIN & DILLON COMPAN | 
RELIABLE GRAIN MERCHANTS 
MINNEAPOLIS 


BLACKSTRAP MOLASSES 


@ has same carbohydrate feeding value as corn, pound for 
pound—And it’s selling at about half the price of corn. 


When you use “Manard Quality” Blackstrap you get extra 
nutritive value in your feeds as “Manard Quality” contains 
about 1% less moisture and 1% more solids than “Standard” 


Blackstrap. 


MANARD MOLASSES CO. 


» NEW ORLEANS 


SEEDS--GRAINS 
FEEDS --SOY BEANS 
MALTING BARLEY 


@ We Buy, Sell, Mill and 
Deliver with our own 
Equipment on One Profit. 


GREEN & COMPANY 


(Incorporated) 
EVANSVILLE WISCONSIN 


“Phone 55 Collect’ Private Exchange 


RER ERB SE | 
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DENVER 
ALFALFA 
MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 


Milling & Products Co. 
LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 


Here’s Your 


Customer’s Problem 


TO SAVE GRAIN WITHOUT 
STARVING THE STOCK ON 
WASHY, SPRING PASTURES 


HERE’S YOUR ANSWER: 


ASUPPLEMENTARY FEED 


BASED ON RED W 


@ Spring pastures are “foolers.” The 
green, lush new grass looks good, but it 
is too watery to be high in feed value. 
The farmer who thinks he will save grain 
by pasturing alone finds his beef, pork, 
milk, and egg production falling off. 

But you can help him conserve his 
valuable grain—and keep his production 
up—by selling him a supplementary ra- 
tion based on Red “‘W” Meat and Bone 
Scraps. It has the amino acids, minerals, 
and properly proportioned proteins to 
make beef cattle, hogs, dairy herds, and 
poultry produce. Federal, State, and 
County tests all over the country have 
proved this. Make more money for your- 
self—by making more money for your 
customers with Red “W”. 


\ \ 


Chicago, Kansas City, Oklahoma City, 
Cedar Rapids, Albert Lea, New York, 
Philadel phia, Boston, Los Angeles. 


RED 


BRAND. 
ALL "ROUND MEAT 
AND BONE SCRAPS 


e496 
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r—Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


RIEBS VIEW 


Vol. 5, No. 5 May, 1937 Milwaukee, Wis. 


WILKOMMEN! TALK ABOUT BAGs! 


(Quoted from Customer’s Letters) 


IF you’re German you 
know what it means and if 
you’re not “‘Welcome”’ is 
the word, and that is what 
we bid you, Central Dealers, 


for your Annual Convention 
here in Milwaukee, June 7 have been giving us beautiful 
ond bags and excellent service.” 


E are mighty glad to be 
buying some bags from 
you and want to say that you 


The key to our offices in 
the Grain & Stock Exchange 
building will be at your 


disposal. WERTHAN BAG CORPORATION 


Drop in any time for a NASHVILLE — NEW ORLEANS 
friendly visit. 


THE RIEBS CO. pass. WERTH AN —_ 


_ Calcium Carbonate | MORTON'S ALT | 


_... 2} for Feed Mixes-Mineral 


Mixes- Dairy Feeds 

For feeding on the range or with 
roughage. Scientifically processed 
under most modern methods to pro- 
vide the highest quality and most 
economical lime ingredient for your 
mixes. Safe to use —safe to stock—in 
our special 100 lb. and 50 lb. machine- 
sewed multiple wall BRANDED bags. 
Write for samples and prices. 


MARBLEHEAD LIMESTONE Gk 


For Heavy-Shelled Eggs 
Strong - Boned Chicks 


Just try this famous brand, and con- 
vince yourself. Special high calcium 
limestone from our well known shell- 
formation quarries in Hannibal, Mo. 
No waste — no shatter dust — hard 
edges — evenly sized. Turkey to Chick 
sizes. Packed in 100 lb. Osnaburg bags. 
Write for samples and prices. 


MoRrTON SALT COMPANY 


MILWAUKEE WISCONSIN 
MARBLEHEAD LIME CO. 


160 No. LASALLE ST. - - CHICAGO, ILL. . 
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Nilled Millers 


Marblehead Lime Company = 
= 


Highest Quality 


Prompt Service 
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The more they eat the 
more feed you sell 


Every pound added to their weight means sev- 
eral pounds of feed consumed, and extra profit 
for you. Rapid growth and proper development 
requires adequate vitamins A and D. “In an all- 
mash ration fed to growing chicks reared in 
total confinement, 177 U.S.P. units of vitamin D 
per pound of feed are recommended, provided 
the calcium and phosphorous content of the ra- 
Experiment Station, Bulletin No. 334). : 


CLO-TRATE is always a uniform and dependable 
way of supplying vitamins A and D to your mashes. 
It is guaranteed to contain not less than 3,000 
U.S.P. units of vitamin A and 400 A.0O.A.C. chick 
units (equivalent to at least 400 U.S.P. units) of 
vitamin D per gram. By using CLO-TRATE, you 
not only supply the required amount of vitamin 
D but you also increase the vitamin A content of 
your mashes at no additional cost. 


Since only those chicks that live will be eating 
your feeds next fall and winter, help increase 
future sales by using CLO-TRATE in your start- 
ing and growing mashes. 


HEALTH PRODUCTS CORP. 


Manufacturers of Cod Liver Oil Concentrate Products 


Newark, N. J. Dept. 3M Chicago, Ill. 
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A FORTIFIED 
Poultry ant Roce 


FLOUR 


KING MIDAS quality, maintained through use 
of choice wheat, conscientious milling and 
exacting laboratory tests, makes King Midas flour 
‘‘easy to sell’’. Consumers are quick to recognize 
and appreciate the extra value packed in every 
bag. They like King Midas because its constant 
uniformity and all-purpose goodness assures 
faultless baking results and true economy. It’s | 
the quality of the flour, King Midas dealers agree, 4 


that brings old customers back for another sack '{ 
and new customers in to ask for that ‘‘same flour a 
my neighbor uses’’. 5 


“The Highest Priced Flour in 
America and Worth All It Costs’’ 
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